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FOR EVERY FLOOR IN THE HOUSE, | — 
OLD OR NEW 


Lifting a page from military tactics and attacking vulnerable 
fronts, more and more lumber dealers are pointing their sales 
drives at existing homes. And it pays. For, it’s a rare case 
when a home built a few yeafs ago isn’t ready now for some 
reconditioning to preserve it, or remodeling to bring it in 


line with present day requirements. 


As a leader for these effective sales drives, Royal Oak Flooring 

has all the answers. The beauty and serviceability of Royal 

Oak Floors are well established. There’s a Royal size and 
ROYAL OAK FLOORING is produced by grade for every room in the house. And when you quote the HERB 
the Fordyce Lumber Company and the 
Crossett Lumber Company in all sizes and ; ro 
grades of standard strip; also Oak Plank in usually are both amazed and delighted to learn they can YOST 
“V" and flush joints. It may be shipped with have it at a cost that doesn’t stretch their wartime budgets. tor; 
other Fordyce and Crossett products includ- 
ing Beech, Pecan and Pine flooring and Oak 


and Gum trim and mouldings. 


price of a Royal Oak Floor, laid and finished, property owners Mana 


Ask our nearest sales representative, or address: I. R. 


ForDYCE-CROSSETT SALES Co. ks 


FORDYCE, ARKANSAS CROSSETT, ARKANSAS 
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Watch for a series 
of articles on lumber 
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Farm Storage 
Problem 1s 
Critical 


April 3, 1943 





Millions of extra acres are being planted by farmers this spring. 
Millions of Victory gardeners are planting tens of thousands of small 
vegetable gardens. But mere planting and growing will not solve the 


threatened food shortage. 


What is being done by farmers and corner-lot gardeners is the vital 
initial step. Regardless, however, of how large a crop is grown between 
now and the harvest season, growing the food is only the start. Harvest- 
ing, storing, processing and distributing it all must operate effectively or 


food shortage next winter will become a grim and tragic reality. 


We have heard of no processing or distributing problem yet, and we 
profess to nothing more than a layman’s knowledge of the harvesting 
problem. We know that more help than is now on the farms will be 
required to take ripe crops from the fields at the time when they should 
be taken. Crops will not wait. They ripen under the laws of nature, and 
if not cared for promptly, they rot under the same laws. No man-made 
law or government regulation can change either action. Farmers will 
have to have more help through volunteer action or through conscription, 


if that becomes necessary. 


We do profess to know the crop storage situation, and being close 
to it, we recognize it as the real point of impending breakdown in the 
whole food supply program unless prompt and decisive action is taken. 
Lumber salvage which we have advocated with beneficial results for 
months has been helpful in many farm communities, and it continues to 
be within the limits of its possibilities. It does not, however, and it cannot 


solve all or any great part of the crop storage problem. 


There is only one answer, and that is more lumber in the bins of the 
retailers who serve the farm trade. That means increased lumber pro- 
duction, which is another problem, and one to which lumber manu- 
facturers are applying every possible energy and every resource avail- 
able to them. What they cannot hurdle alone is manpower shortage and 
limited equipment and supplies. Both these barriers to increased lumber 


production will have to be lowered, and lowered quickly. 


It will take time to cut and cure the lumber; time to get it to the 
retailers’ yards; and time to convert it into farm storage buildings. The 
need is critical, and the time is short—almost too short. Immediate action 
is imperative if the greatest threat to food supply—lack of farm storage 


facilities—is to be averted. 
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U. S. Army Engineers, eight or 
more regiments according to uncon- 
firmed reports, may be used to relieve 
shortage of loggers. If so used, they'll 
be sent into the Northwest. Purpose, 
to get out logs for airplane stock and 
other items especially needed in the 
war program. Regiments used in 
building Alaskan Highway may get 
this assignment. 





Log ceiling prices have been set 
for practically all previously unregu- 
lated species. OPA claims rising 
prices of logs and bolts are endang- 
ering all lumber-price structures. Fig- 
ures are set at averages paid during 
Sept.-Oct., ’42. Probably will be fol- 
lowed in time by general dollars-&- 
cents tables. No guesses as yet about 
effect upon volume of log production. 


Persistent rumors that OPA will 
further adjust mill prices of lumber. 
Fairly serious shortage of boards, both 
in the South and in the Northwest. 
Other things being equal, mills prefer 
to cut dimension. Some further price 
differentials may be tried to induce 
production of inch stuff. 


Retailers under GMPR worry 
over possibility of rising mill prices. 
Are being assured that new retail 
pricing formula will take care of them ; 
that the formula will be out in time 
to meet any upward adjustments in 
mill levels. 


This formula, however, grinds 
slowly through the works, has been 
about five months in the making. Bu- 
reau of the Budget has authorized 
necessary survey; but at this writing 
the documents are still in printing 
stage. Don’t hate us for this advice; 
but, when Little Annie Questionnaire 
comes to your house, hold everything 
and tell her what you know. We need 
that formula need to get it set up 
accurately. 





























Standardized lines of civilian 
goods are appearing, and this is just 
a start. Backers of program estimate 
it will free 5 million workers for other 
Jobs ; may save 5 million tons of steel 
in "43. These are theoretical maxi- 
mums. Change-over is being effected 
through industry consultation and 
help. Program will touch many 
articles made from wood; will affect 
fétailers chiefly through collateral 
merchandise handled over their coun- 
ers. Fewer models, fewer gadgets. 
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MANAGEMENT 
GUIDE POST 


A page of vital infor- 
mation and comment 
digested for busy lum- 
ber and building ma- 
terial executives. 





Agricultural storm in Washing- 
ton should be taken seriously. How- 
ever, don’t take too literally all threat- 
ening statements about productign 
shortages. Many such statements are 
bait used by lobbies and individuals, 
fishing in troubled waters for political 
power. Appointment of Chester C. 
Davis, able administrator, should help 
in putting first things first. Dirt farm- 
ers are doing a heroic job; planting 
millions of extra acres. Corn belt 
promises to surpass "42 production, 
despite building labor and machinery 
shortages. Growing conditions, rain 
et cetera, will be big factors. 


Farm buildings are much to the 
front. Representatives of midwestern 
dealers are now in Washington, pre- 
senting their story to WPB, OPA, 
Dept. of Agriculture and Armed 
Forces. Doing a fine job, making re- 
strained and documented presentation 
of building needs in food production. 
At this writing they have not gotten 
definite answers ; are asking only that 
this need be given the relative allot- 
ment justified by its importance. 


Strikes & threats of strikes are 
due to increase. Not exactly a bogie, 
but part of an organized assault on 
Little Steel formula. If miners’ strike 
does occur, probably will be brief. 
Usual guess still is that miners will 
get some wage increase; that Little 
Steel ceiling will be raised. Public 
officials admit, off the record, that 
“moderate” inflation is coming ; don’t 
explain what “moderate” means. 
Some are saying domestic prices will 
bulge by 15 per cent this year ; others 
put it at 20. Still others, including 
the optimists, say 10 per cent. All 
put the changes above the line. 


Business on the whole, experts 
say, is doing fairly well under the cir- 
cumstances. Picture isn’t too clear; 
including, as it does, a simultaneous 
boom and recession. This means, of 
course, that war work expands while 
civilian economy declines. From here 
on, do your own grading. War work 
is financed by government credit, 
which is the stuff of inflation. But 
there have been gains in retail sales, 
freight shipments, pig iron production 
and general industrial output. Volume 
of bank checks has increased. Com- 
mercial loans are down, bank invest- 
ments in government securities up. 
Prices of raw materials are high; of 
finished goods low. Labor costs are 
rising. In too many fields, despite cry 
of scarcity, production has been in 
excess of shipments. Threatened credit 
strain seems to have been averted. 
Better just take the experts’ word 
that business is getting along. You can 
go nuts, trying to follow their statis- 
tical reasoning. 


Price Interpretation No. 18, 
issued by the OPA, has lengthy dis- 
discussion of the 3 per cent transpor- 
tation tax. If you’re not satisfied with 
your information about this little de- 
mon, send for the Interpretation and 
try it on your lawyer; especially if 
you don’t like your lawyer. 


Sellers of wood containers and 
persons performing services relating 
to the manufacture of these containers 
have been brought under uniform li- 
censing control. Not necessary to ap- 
ply for a license; but don’t imagine 
you’re not under license if you're in 
one of these categories. 
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HOUSES AFTER V-DAY WILL BE 


There was a period in the devel- tude | 
opment of the automobile industry man¢ 
when department stores in nearly swift! 
every city sold automobiles. But that denie 
was a passing phase. The depart- fabric 
ment store today is definitely out of can | 
the automobile business and long has and 

by W. ii. UPSON Jk. been. It was found that the selling struc 
and servicing of automobiles was a tion | 

\ { T highly specialized business. Owners tion 
ecre ary . reasurer found that it was wise to buy from work 
the dealer who could give the service not | 


best suited his make of car. In- peace 
The Upson Company vest suited to his make of car n ts 


deed, the success of many automobile 











dealers has been due, as all of us ment. 
know, to the service given by indi- argul 
vidual dealers rather than to the par- upon 
ticular kind of automobile which he know 
carried. thing 
No less than the automobile indus- be th 
try, the business of providing human by co 
shelter is highly specialized. It calls mate! 
for understanding, intelligent, highly from 
specialized selling and, as prefabrica- tive, 
tion advances, the ability to give the deal 
home owner intelligent and under- l ¢ 
standing service. And no combina- see tl 
tion should be better able to do this in the 
than the building materials dealer and just | 
the contractor. There will be changes belief 
in relationships. No one can say to- gent 
day how the selling and “delivery” shelte 
and service of homes will be divided proba 
ten years from now, or even five. All in re 
this will come as a matter of adjust- are C 
ment and experience, a gradual shift. advat 
The function of selling, delivering. W) 
erecting and servicing prefabricated are a 
homes is going to be a big one, mates 
any way you care to look at it, and comp 
alert minds and deft hands will be re- manu 
quired for it. It is my hunch that, big ji 
in the long run, the contractors and still | 
materials dealers, who are alert and obtai 
capable of adjustment, will get the ricate 
lion’s share of the business. site a 
sut right now the argumentative J incluc 
| season of the subject of prefabrication shruh 
is upon us. For more than a decade come 
| men have carried the torch in vain of th 
for the prefabrication idea. Many of of we 
them were correct in their ideas but prefal 
the world thought them wrong. ‘The turin; 
{ world was adamant in its refusal even _ So. 
' to consider the prefabrication home. J ing n 
As in the early days of the automobile J ried | 
The erection of a prefabricated house is shown in sequence by the pictures on the = MaPERY P er only too ie aye 
H these two pages. Note that the wiring is already in place in the wall panels. figuratively, to yell, “Get a horse! : l d 
It took a war to change that atti ing te 
; 
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tude; a war and its accompanying de- 
mand for housing, adequate and 
swiftly prepared, which could not. be 
denied. The war has proven that pre- 
fabricated housing can be practical, 
can be low in cost, can be attractive 
aid comfortable, and can be con- 
structed swiftly. In the mass produc- 
tion demands of war, the prefabrica- 
tion houses idea has received a real 
work-out, a work-out such as might 
not have been possible for years of 
peace-time construction of homes. 

So now, well launched into experi- 
mental prefabrication production, the 
argumentative season, we repeat, is 
upon us. We have seen enough to 
know or, at least, to believe that any- 
thing is possible. But the changes will 
be those dictated by public demand, 
by costs, by adaptability of design and 
materials. The changes will result 
from the exercise of individual initia- 
tive, and that will count for a great 
deal in America after Victory. 

| do not believe that we will ever 
see the time when homes will be sold 
in the five-and-ten-cent store. This is 
just another way of pointing up. the 
belief that we can make a few intelli- 
gent guesses on providing human 
shelter in post-war America if the 
probabilities are carefully considered 
in relation to some of the upsets that 
are certain to come as the result of 
advances in prefabrication. 

When prefabrication home designs 
are accepted, jigs have been prepared, 
materials assembled, and the various 
component parts of the house are 
manufactured, there still remains a 
big job to be done. The house must 
still be sold. The site for it must be 
obtained and prepared. The prefab- 
ricated parts must be erected on the 
site and the work must be finished to 
include walks, drives, lawns, trees and 
shrubbery before the house can be- 
come a home in the American sense 
of the term. In other words, a heap 
of work needs to be done after the 
prefabricator has finished ‘“‘manufac- 
turing” the house. 

_ 50, to those contractors and build- 
ing materials dealers who are wor- 
ried about the future of their busi- 
nesses, I would say that this is no time 
for discouragement. There are go- 
Ing to be changes, yes. Some sharp 
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Pictures on these two pages are of Overlook Homes, Dayton, Ohio, where 250 units 
were prefabricated in North Tonawanda, N. Y., shipped by boxcar to Dayton, then 
trucked to site. 
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adjustments in this field will have 
tc be made during the next few years, 
but I believe that most of the men in 
the home-building field are fully 
capable of making those adjustments. 

In the field involving the use of 
prefabrication materials, the problem 
of “intelligent guessing” is somewhat 
complicated. Because the war did 
more in one year to force attention 
to the advantages of prefabrication 
than had been possible to accomplish 
in ten years in the normal efforts of 
experimentation and trade promotion, 
all materials are today being scrutin- 
ized and appraised by a questioning 
trade and public, regardless of their 
traditional use. 

Building codes in all parts of the 
country will have to be re-studied and 
re-written during the next few years 
unless many cities insist on becoming 
more and more obsolete. Unless civic 
authorities revise their requirements 
they will some day come to the realiz- 
ation that the homes being erected are 
obsolete, old-fashioned, and inefficient 
for modern living, even before they 
are erected, and too expensive for the 
wage earner. 

Prefabrication will inevitably bring 
about many changes in home financ- 
ing especially with the cooperation of 
FHA. It is generally agreed that the 
cost of human shelter, including a vast 
increase in the availability of conveni- 
ences and comforts for living, will be- 
come markedly less as a result of 
prefabrication and the lessons ab- 
sorbed by the dealer from prefabrica- 
tion. How much less, it is too early 
to tell. 

Appraisers of property for loans 
and investments are already adjusting 
their ideas and standards of values. 
For years they have followed the con- 
ventional pattern. Appraisers, repre- 
senting money for investment which 
is always naturally timid and con- 
servative, have followed traditional 
standards of values in doing their 
work. Their adjustment to the condi- 
tions created by prefabrication is go- 
ing to be difficult because many of 
their usual ideas of values will, 
sooner or later, have to be discarded. 

Suilding a home in a manufactur- 
ing plant is obviously vastly different 
from building a home on the site. 

suilding in the plant greatly simpli- 
fies many operations through adapt- 
ability of materials and the use of new 


materials. For example, prefabrica- 
tion means the elimination of wet 
piaster for interior wall surfaces. 
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Many architects and other students 
of home building have realized for 
years that wet plaster in ordinary 
home use was a make-shift and unsat- 
isfactory material. It was long known 
to be difficult and costly to use and 
was even more unsatisfactory in its 
usual tendency to crack, sooner or 
later, even under the best conditions. 

But, over a period of more than a 
hundred years, wet plaster became 
more and more solidly entrenched as 
the traditional material for interior 
walls. Even when experts had 
learned to know of the deficiencies of 
plaster, it continued to be a dominant 
material. It took prefabrication and 


the re-appraisal of all materials which 
accompanied the up-surge in prefabri- 
cation to challenge wet plaster as a 





Houses at Charleston, S. C. 


wall interior in home building. 

In prefabrication plaster is defi- 
nitely out. It is impossibly imprac- 
tical. The “dry wall” has been widely 
accepted in this field because it pro- 
vides smooth, attractive, easily deco- 
rated interior walls; because it has a 
comparatively high insulation value ; 
because, from a production  stand- 
point, it is light, easily handled, and 
easy to work; and because it can be 
made in full wall-size panels, but to 
exact sizes for the prefabricator at 
the factory. Plaster will crack, but 
this material never cracks and will 
stand some tremendous jars and 
bangs before it will show any signs 
of damage. Its strength and rigidity 
have been found to add to the stability 
of the structural member of which it 
is a part. 

Products which have heretofore 
been tentatively accepted will through 
prefabrication come into their own. 
New products without number will be 
considered and some will find accept- 
ance. 

Virtually every step in providing 


homes is today being re-studied by 
prefabricators. Painting of homes in 
the prefabrication plant will become a 
vastly different matter from that of 
painting a house on the site after it 
has been constructed. This will prob- 
ably lead to the use of new and more 
durable finishes. New types of fin- 
ishes will, no doubt, be developed for 
interiors. 

Structural requirements will call 
for extraordinary changes. There 
will be strength where strength is 
needed, but many non-bearing parti- 
tions will be greatly simplified. Mov- 
able partitions will be available 
where they may be used to advantage. 

The whole trend of design and con- 
struction in prefabrication will place 
the accent on living. It will be utili- 
tarian, but not without beauty and 
charm. The subjects of lighting and 
plumbing will require much study and 
some material changes. Fixtures and 
equipment will tend towards lightness 
and compactness. 

Kitchens will soon be designed as 
units. There will not be a stove in 
one place, an ice-box or electric re- 
frigerator in another, and a sink and 
cupboards in still another. There 
will be a re-arrangement of kitchen 
equipment so that all of it will be 
completely integrated for convenience 
and efficiency in use and maintenance. 
The same will be more or less true of 
the bathroom. 

There have been vast improvements 
in the heating of homes. But there 
are even more startling changes in the 
offing as a part of the prefabrication 
development. 

The development of plastics will 
bring extraordinary new conveniences 
to the home and will no doubt help 
appreciably in cutting costs. 

But all of the changes sttmulated 
and brought about by prefabrication 
will not happen over night. All of it 
will take time and study and develop- 
ment. We need only to look back 
upon the development of the automo- 
bile through the years to realize how 
gradually the changes can take place. 
In prefabrication, too, the changes 
will come gradually, and the public 
should be able to adjust itself to them 
without difficulty. 

The subject of prefabrication holds 
much of lure for the thinking and for- 
ward-looking retail lumber dealer be- 
cause undoubtedly there can be profit- 
able cooperation between the special- 
izing prefabricator and the lumber 
dealer. 
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Patterns Create 
Home Owner Sales 


“We are averaging approximately 
$5000 a month in cash, over-the-coun- 
ter sales to homeowners,” remarked 
Mr. Herbert K. Ryder of the Scars- 
dale Supply Company of Scarsdale, 
N. Y., at the recent Northeastern Re- 
tail Lumbermen’s War Conference. 

3ecause these cash, over-the-coun- 
ter sales create a profitable market for 
future home sales, dealers are becom- 
ing increasingly interested in develop- 
ing this type of business. 

The Scarsdale Supply Company 
started in business as a depot for 
lumber and building materials for 
builders, contractors and carpenters. 
located out of town on a seldom trav- 
eled road, most homeowners in Scars- 
dale were not familiar with the mer- 
chandise this company sold until 
1930. When the depression hit the 
contracting business slumped, and 
simultaneously Mr. Ryder noticed a 
trickle of homeowners coming into the 
yard. They asked a lot of questions 
about doing this and making that re- 
pair. Having been hit by the depres- 
sion they realized that it was more 
economical to reach for a hammer or 
a wrench and make the repair them- 
selves rather than call in a carpenter, 
plumber or electrician at union wages. 
\s the depression deepened the trickle 

of homeowners developed into a 
steady stream which added up to a 
worthwhile cash business. Mr. Ryder 
realized that other homeowners might 
like to make their own repairs, so he 
started his newspaper advertising to 
attract his trade. To supplement this 
advertising he compiled a mailing list 
of the better income neighborhoods, 
from the special telephone street ad- 
dress directory. 

Two years ago Mr. Ryder received 
information about full size patterns. 
He learned how each one contained a 
complete list of materials, a full size 
outline of each component part of the 
article to be built, and recognized that 
these patterns would eliminate a lot 
of costly conversation with the home- 
owner who wanted to build things but 
did not know how to go about it. 

In order to help dealers tell home- 
owners about these full size patterns 
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twelve different envelope enclosures 
are supplied so that the dealer may 
send out a different enclosure each 
month of the year. Important is the 
fact that these enclosures are sent out 
during those months when depart- 
ment store sales of that particular 
item are at the highest point. This 
automatically gives the lumber dealer 


a mailing piece that has seasonable - 


impact. Since a person can buy the 
lumber and make the article himself, 
through the use of the full size pat- 
tern, at % the cost of the retail sell- 
ing price for that article, these pat- 
terns have tremendous price appeal. 
Thus the lumber dealer is able to have 
not only seasonable appeal but price 
appeal—the two most important ele- 


Easi-Bild Pattern Co. photos 








ments that are so successfully used in 
the advertising of super-markets, cut- 
rate drug, department and furniture 
stores. 


For example, close to 1800 dealers 
throughout the country are now offer- 
ing a free full size Victory garden hot- 
bed pattern so that everyone can build 
a hotbed and thus start his Victory 
garden weeks earlier. A cleverly de- 
signed direct mail enclosure entitled 
“Want Fresh Vegetables Weeks 
Earlier?” is supplied to the dealer so 
that he may make a mailing to home- 
owners in their trading areas. The 
Dougherty Lumber Company of 
Cleveland recognized the timeliness of 
this promotion and obtained coopera- 
tion from many of their factory, hotel 
and other commercial accounts in dis- 
tributing these enclosures to their em- 
ployees. Because every intelligent 
business executive fully appreciates 
the necessity for Victory gardens, Mr. 
Dougherty, by showing the enclosure 
to the personnel directors of these big 
industrial accounts, was able to obtain 
100% cooperation in getting the im- 
printed envelope enclosures placed in 
employees pay envelopes. This is a 
very unusual way of developing busi- 
ness for hotbed sash yet many dealers 
are getting sales of sash comparable 
to the storm sash sales made last fall. 

Another direct mail campaign is 
now being prepared featuring a model 
poultry house pattern. The house 
measures 10 by 12 feet and will ac- 
commodate 25 laying hens. The pat- 
tern, with the newspaper mats and en- 
velope enclosures, provides the dealer 
with a real spring and summer sales 
promotional campaign. It is timely 
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and above all it is in line with the gov- 
ernment aim to make every family 
possible a self sustaining food produc- 
ing unit. This is a type of promotion 
that will bring home owners into the 
lumber vard in profitable numbers. 

At that time the Scarsdale Supply 
Company had developed their mailing 
list to 4,000 names. They made their 
first mailing in October and used the 
envelope enclosure which featured a 
six foot handy workbench. In the 
following sixty days they sold lumber 
right off the rack and the patterns to 
build 198 workbenches. The lumber 
and the pattern sold for $9.15. This 
price showed the Scarsdale Supply 
Company the highest possible retail 
markup. 

Last summer a dealer in southern 
New Jersey made a free offer of a 
lawn chair pattern to anybody who 
wanted to build lawn chairs. During 
June and July, two of the slowest 
months of the year, he pulled more 
homeowners to his yard than during 
any previous twelve months. 262 
homeowners in his trading area came 
in as a direct result of his initial mail- 
ing to 2400 nannies. 

Because of the shortage of carpen- 
ters and because of the many orders 
he had for poultry and hog houses, a 
dealer in western Pennsylvania has 
heen using the full size patterns in 
prefabricating these items. School 
hoys 14, 15 and 16 vears of age were 
hired for after school and Saturday 
work to do the actual building. Be- 
cause of the simplicity of the pattern 
little supervision was necessary and 
the dealer reported that to date they 
have completed and sold 38 houses 
and have orders on hand for 17 more. 
This dealer is preparing an extensive 
mailing list but has not felt the need 
for using it as sales today still exceed 
his ability to produce. 

By placing patterns with manual 
training teachers in local schools 
many other dealers have been devel- 
oping considerable school business. 
Boys and girls who normally took an 
entire semester to build a taboret or 
footstool, are now building a lawn 
chair, picnic table, bookcase and in 
seme instances as many as five proj- 
ects within the same length of time. 
Because of the war teachers through- 
out the country recognize the need for 
making their students productive as 
quickly as possible. They see in these 
full size patterns a medium which per- 
mits anyone old enough to understand 
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what he reads to build a project with- 
out supervision. 

Many dealers are making a free 
offer of a pattern book to the more 
progressive students so that they may 
show the books to their neighbors and 
friends and take orders for building 
any of the different household arti- 
cles of furniture and equipment that 
are now available in pattern form. 

One 4-H Club group in Indiana 
recently sold 146 lawn chairs, picnic 
tables, workbenches and other proj- 
ects during one school year. This 
type of business is important to the 
lumber dealer because it not only pro- 
vides him with cash, over the counter 
sales but it creates good will among 
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Photographs of items built using typical full 
size patterns 





the homeowners of his community. 
Boys and girls are the lumber dealer's 
home-owning market of tomorrow. 
Why not get acquainted ? 


The specifications which these pat- 
terns contain are so listed that any 
retail yard can still fill the material 
bill. In most cases these patterns 
provide an excellent means of dispos- 
ing of odds and ends and_ short 
lengths of lumber at a handsome 
profit. Many yards are selling “C” 
and “B” and many other better 
grades of lumber which are more 
easily replaceable. 

The cash, over the counter, home- 
owner sale is more important to the 
lumber dealer today than ever before. 
Many new products are now being 
prepared for post-war sale. Prefabri- 
cation of homes and_ prefabricated 
units for homes will be in abundance. 
The lumber dealer should be the head- 
quarters for these new products be- 
cause the homeowners in his com- 
munity will constitute the purchasing 
market. Every lumber dealer can 
develop this market at the present 
time. Full size patterns that are now 
available are one way of attracting 
more homeowners into retail lumber 
yards. Just as a woman sees dress 
fabrics transformed into a_ dress 
through the medium of a dress pat- 
tern so are thousands of men and 
women seeing corner cupboards, 
bookcases, lawn chairs, work benches 
and dozens of other household articles 
transformed from the lumber you sell 
through the medium of these full size 
patterns. 
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Distinguished Lumber Author to Supply Industry History 


Nelson C. Brown, distinguished 
author of the most widely accepted 
textbooks on the lumber industry in 
America has accepted the AMERICAN 
IL.UMBERMAN’S invitation to contribute 
a compact yet complete history of the 
lumber industry to the 70th Anni- 
versary issue of 
this publication. 
His manuscript 
will be illustrated 
with photographs 
from his own im- 
pressive collection 
as well as many 
taken from old 
AMERICAN LuM- 
BERMAN files. 

Dr. Brown is particularly well qual- 
ified by experience and training to do 
a stand-out job as official historian 
for the 70th Anniversary issue. After 
graduating from Yale and the Yale 
l‘orestry School he spent five years in 
the big timber of the Northwest and 
also some time with the mills and 
logging operations in the South. In 
1912 he became associated with the 
New York State College of Forestry, 
and in 1917 was appointed Lumber 
Trade Commissioner to Europe for 
the National Lumber Manufacturers 





Association and the United States De- 
partment of Commerce to study the 
effects of the First World War on 
European forests. 

After the war Dr. Brown entered 
the wholesale and manufacturing ends 
of the lumber business on the West 
Coast and in the South, and later re- 
turned to the New York State-College 
of Forestry at Syracuse with which 
he is now associated. 

When attending the International 
Timber Utilization Conferences in 
Paris in 1937 and in Zurich in 1939 
Dr. Brown served as representative 
of the NLMA. 

His fame has also spread as an 
author. Altogether he has written 
some 150 articles of a professional 
and technical nature. Some of his 
books of interest to the lumber indus- 
try which have been widely used in 
many of the professional forestry col- 
leges are as follows: 

The American Lumber Industry. 

Logging—Principles and Practices. 

Forest Products, Their Manufac- 

ture and Use. 
In preparation at the present time is 
a new book on lumber, its manufac- 
ture, seasoning, grading, treatment, 
distribution and use. 
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A group of interesting old log markings used in the early lumberin 
(Mich.) River. Photo submitted by Lewis Torrent of Muskegon, Mich. 
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Features to Give Anniversary 
Number Year "Round Value 


As work on the 70th Anniversary 
issue to be published July 10 pro- 
gresses, enthusiasm around the AMER- 
ICAN LUMBERMAN Office is mounting ; 
because as the carefully laid plans for 
the issue begin to shape up into real- 
ities the value that the book is going 
to have to all branches of the lumber 
and building material industry be- 
comes increasingly apparent. 


Some of the features are going to 
make the issue a ready reference book 
which lumbermen will want to have 
within arms reach throughout the 
year. One of these is to be a digest 
summary of the origin, properties and 
uses of all the various commercially 
used lumber species, catalogued for 
quick reference. It will be especially 
helpful to those seeking a substitute 
species for one of which there is a 
wartime scarcity. 


Other building materials are going 
to come in for their full share of 
attention as well. Their influence upon 
building and upon society is going to 
be traced and projected into the fu- 
ture. The retail dealer is going to find 
guidance in building his stock of di- 
versified merchandise. 

In so far as possible a peek into the 
future will be ventured as a climax to 
most of the articles in the AMERICAN 
LUMBERMAN /Oth Anniversary issue. 
This will be especially true of those 
dealing with housing, building mater- 
ials, lumber, the position of the lum- 
ber dealer, etc. 

Discussed elsewhere on this page 
is the compact, yet complete history 
of the lumber industry which will also 
be a feature of the July 10 issue. This 
is also of long-time reference value 
in-as-much as its compactness will 
make it easy to locate any particular 
incident. 
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Dairy Herds are War Production Machines 


Help the Farmer Keep 
Them Properly Housed 


HEN DAIRY FARMING IS 

the subject of discussion the 

thought is usually of 
barns with rows of stanchions and 
long whitewashed walls, the construc- 
tion of which would exceed in cost 
by a considerable amount the maxi- 
mum figure of $1000 which may be 
spent in new construction on a farm. 
Statistics show however, that while 
such farms cut quite a figure in milk 
production, the undergirding struc- 
ture of the milk source set-up is that 
large group of diversified farmers 
whose dairy herds of from six to 25 
head form only one part of their agri- 
cultural effort. 

Furthermore a barn is not the only 
requirement for the maintenance of 
a dairy herd. There are innumerable 
other items of equipment, many of 
which can be sold by the lumber 


spacious 


dealer, and some of which can be pre- 
fabricated in his yard and sold to the 
farmer complete. 

A scientifically designed milkhouse 
is a real necessity on any farm which 
expects to put its milk business on a 
paying basis. A description of the 
milkhouse pictured here, and its vari- 
ous features will indicate some of the 
considerations to be borne in mind 
when planning such a structure and 





suggest some sales points to a dealer 
who wishes to sell his farmer cus- 
tomer the best job available for his 
money. 

First notice its location. It is di- 
rectly adjacent to the well (note the 
windmill) so the water going into its 
cooling tank is pumped directly from 
the well and takes no long excursions 
through sun warmed pipes or through 
a storage tank. The milk cooling 
tank drains to the stock watering 
tank, so as water is needed to keep 
the stock and horses supplied it is 
pumped fresh and cool into the milk 
cooling tank, and there is no waste of 
water. While considering location 
notice also that this milk hou e is 
right on the driveway to the main 
road. This makes it easy for the milk 
collection driver to bring his truck 
up to the milk house door in any kind 
of weather for loading. This milk 
house is segregated from the barn and 
other points where farm animals run. 
Some farmers prefer to have their 
house closer to the barn to shorten the 
distance to carry the milk. However 
according to U. S. Health standards 
the milk house may not open directly 
into the milking barn. It may be con- 
nected by a covered passageway 
however if the passageway has self- 
closing doors at each end, thus form- 
ing a vestibule. 

One most important feature in a 
milk house is proper insulation, and 
this may be accomplished in any one 
of a number of ways. The particu- 
lar house under discussion is known 
as the coolest milk house on the milk 
route of which it is a part, and be- 
cause this farmer’s milk is cooled 
quickly and kept cool at all times it 
receives a top-notch test grading and 
the farmer enjoys a premium milk 
check. He is milking 22 cows in addi- 
tion to his stock raising, hog raising, 
and grain farming and his milk check 
runs close to $350 each month. Wall 
sections were built up as follows. 
Outside the studs is a layer of sheath- 
ing, one of building paper and one of 
siding. The inside carries a layer of 
insulating wallboard covered with 
plywood enameled white. Since the 
photograph was taken, an extra solid 
door was hung over the door opening 
in the manner of a storm door or 
screen door to provide extra insula- 
tion value there. A poultry house 
ventilator takes care of the air prob- 
lem. In addition there are two small 
windows on the shady sides of the 
house to admit light. 
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One other convenient feature is the 
“false” floor made up of wood slats 
mounted on three 2x2 cross pieces. 
\WVater spilled when cleaning the milk 
cans thus goes through to the real 
concrete floor and out the drain while 
the “false” floor keeps the farmer’s 
feet dry. 

City milk bottlers require that milk 
house floors be of concrete or other 
impervious material and graded to the 
drain at least one-fourth to one-half 
inch per foot. The juncture of floor 
and walls should be curbed and the 
joints rounded to avoid angles for 
collecting dirt. 

Other milk house plans are illus- 
trated herewith. Many milk houses 
alread: in existance could be vastly 
improved by the installation of an ex- 
tra insulating board layer on the in- 
terior, and this is another market op- 
portunity for the lumber dealer. Milk 
checks rise as cooling is speeded and 
becomes niore efficient and as bacteria 
ccunt decreases. That fact in itself is 
the basis for a sales story. 

Comfortable cow barns are highly 
important in gaining maximum milk 
production, and the lumber dealer can 
play an important part in making 
dingy, drafty ones more comfortable 
by supplying an insulating board job. 
The smart farmer knows that the cow 
should be brought into the barn a lit- 
tle while before milking time, fed a 
little, and be allowed to stand and be- 
come relaxed before the milking be- 
The farmer who has the milk 
described above claims he 
boosted his milk production by in- 
stalling an inexpensive, second-hand 
radio in his cow barn and tuning in 
soft music each day for the period 
during which the cows are relaxing 
before milking time. 

At any rate a cold barn or a 
dump barn or drafty barn does not 
leave a cow in its best mood at milk- 
ing time and has been proven to be a 
cause of curtailed milk production. 
lusulation, properly applied to supply 
adequate ventilation eliminates these 
shortcomings (see drawing). 

In addition to these structural jobs 
there are many smaller items useful to 
the farmer who is in the dairy busi- 
ness that can be supplied by the lum- 
ber dealer. 


gins, 


house 


Left: Milk house discussed in text. Right: Ex- 

amples of two room milk houses. Lower picture 

is the interior of the cooling room in the house 
pictured in the center. 
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Present day high dairy product 
prices may encourage some farmers 
to increase their herd, thus creating 
a need for additional facilities. In 
1890 Hoard’s Dairyman, a well rec- 
ognized publication in the dairy fieid, 
first published drawings for a scien- 
tific, model cow stall, that have been 





in demand ever since. This same stall 
is recognized today as being highly 
efficient. The drawings are illustrated 
herewith. 

With this stall a gutter 1s not nec- 
essary, although with a large number 
of cows, a very shallow one, not to 
exceed two inches may be desirable 





ir placed so far back that the cow can 
not get her feet into it. Deep drops 
are often the source of injuries. 





The stalls give the cows 3% feet of Ye x 
width. The animal is fastened with a 
strap around her neck to a short rope 
that is fastened just below the slop- 
ing hay rack. The adjustable bar, 
5 (C), which is placed on the floor be- 
he (encore tween the spaces (B) and (D) in the 

diagram, together with the sloping 

rack (H) are the two prime features. 

5 a The straw bedding is all filled in be- 
J (Py crune Lent (x2 au mw fore this bar, none behind it. When 
2 ae ee the cow lies down she moves forward 

417, CtAaS IN ahead of this bar and lies in the bed- 
ding, but when she stands up the 

feeding rack which tips back toward 
the cow at least two feet at the top, 
forces the cow to stand back so that 
her hind feet are out of the bedding 
Soni into the space (D). Thus all manure 
edad : is dropped outside of the bed and the Ain 
bed remains clean. The feed rack also anc 
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Hoard’s Dairyman plan 


The sideboards on the stall, and 
the fact that the cow moves forward 
to lie down prevents the cow from 
having her udder and teats stepped on 
by her standing neighbor. This has 
always been one of the most produc- 
tive sources of injury. 





A type of installation which em- 
braces wooden stanchions has been 
P developed by a manufacturer of steel 
iro oie we 8 Pe oa stanchions and barn equipment, to 
Shows the side and perspe.tive views of the Model Stall, with dimensions of different parts take care of increased dairy needs and 

/ BUILDING . Hoard’s Dairyman drawing yet sidestep war imposed restrictions. : 
re et he The concrete work is so planned as L 
or Top and bottom: Milk house plans. Directly above: Cow stall 0 enable the farmer to replace the [ 
s+ | te} completely described in the text. Left: The proper way to wooden equipment with steel equip- pb 

; install insulation board in a barn to provide adequate ment at war’s end with very little ef- a 

insulation. fort, and no necessity for ripping up -! r 

ne any of the existing concrete. Com- 

1a‘ 0 246" Droge plete plans for such jobs are available 
———  : Th cpond gerne through the AMERICAN LUMBERMAN. 
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pit, a addition to the present job, the dealer 


CG -I:s0ir5 4 Orc fs eaef beet pase inte ey _--alsO_is creating a prospect for steel 


Cnstett barn equipment when he is again in a 
position to supply it. 

One other item for the dealer to sell 
is a milk can drying rack, a necessity 
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Lumber 


Dealers throughout the 
Southwest have proven again that 
they are the leaders of their communi- 
ties by their enthusiastic response to 
the program for town betterment 
which was offered in concise form by 
the Ideal Company of Waco, Texas. 
Indications are that the plan for mak- 
ing better business and community 
service centers throughout the coun- 
try has been widely accepted and will 
be put into actual operation. 

The whole “Ideal Home Town 
Betterment Project” is built around 
the U. S. Department of Commerce's 
excellent “Small Town Manual for 
Community Service.” This 50-page 
manual was prepared especially for 
the use of local civic leaders in such 
community projects as the one the 
Ideal Company is sponsoring. It con- 
sists of two parts. Part I is called 
“How You Can Help Win the War 
at home,” and Part II, “How You 
Can Improve Business in Your 
Town.” The Manual is amazingly 
concise and complete. Its instructions 
are so simply and clearly presented 
that they are easily followed. 

To accompany the Manual the 
Ideal Company created and produced 
a set of “working tools” for planning 
and carrying out the local improve- 
ment projects. The contents of this 
“Ideal Home Town Betterment Kit” 
are as follows: 

1. The 50-page Manual for Com- 
munity Action. 

2. Ideal Community Betterment 
Organization Chart. 

3. Ideal Community Action Check 

List No. 1, “How You Can 


Help Win the War at Home.” 
4. Ideal Community Action Check 
List No. 2, “How You Can Im- 
prove Business in Your Town.” 
5. A Plan for Your Procedure in 
Initiating This Betterment 
Project in Your Community. 

The Manual itself, while only re- 
cently completed and published, has 
been tried out very successfully in 
several different parts of the country. 
Within its fifty pages are described 
every kind of local project that any 
community, large or small, might 
want to undertake to do its part on 
the home front to win the war or to 
begin now on a long range program 
to make their town or city a better 
and more prosperous business center 
and nucleus for community service 
for all the surrounding territory after 
the war is won. 

The “Ideal Home Town Letter- 
ment Project’’ acknowledges _ that 
many towns and small cities are fac- 
ing difficult times, but it offers a 
workable, easily applied remedy. For 
many years past, it has appeared that 
automobiles, good roads, and pros- 
perity of our people have combined to 
make smaller villages less important 
and less necessary to the welfare and 
convenience of American people. 
Smaller places were being drained of 
their very life-blood because near-by 
larger community centers were at- 
tracting more and more business and 
entertainment patronage from sur- 
rounding territories. 

Furthermore, very few of these 
shrinking small communities seemed 
to be able or willing to do anything 


Home Town 
bettermen 


ponsored Locally by Dealers 


for their own self-preservation. In- 
stead of fighting to maintain their in- 
terests, most of them seemed content 
to shrivel from their community-cen- 
ter status to mere neighborhod cen- 
ters. Empty business buildings testi- 
fied to the loss of local business 
patronage that was going to more ag- 
gressive near-by community centers 
that were willing to provide better 
and more complete community-center 
services and facilities. 

But today the rationing of gasoline, 
tires, and new automobiles creates an 
unusual and unexpected opportunity 
for smaller places to regain or 
strengthen their community-center 
status and to make a vital contribu- 
tion at the same time toward winning 
the war. Restricted travel gives the 
small community business center re- 
newed importance. Whether this 
temporary advantage results in per- 
manent benefit depends upon local 
civic leaders. 

Very few, if any, cities will want 
to attempt all twenty-eight projects 
charted in the two Check Lists. Yet 
there is no American town, however 
small, that could not profit well by 
starting at least two or three of these 
community activities during this year. 
One lone project will give you a start 
and can easily lead into further proj- 
ects as the benefits from the first be- 
come apparent to the people of the 
community. Resolve now that your 
town or city will be given the benefit 
of at least one of these projects as 
early as possible this year. 

Naturally, every good citizen is 
more interested in his own local com- 
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munity and its component parts than 
in almost anything else except purely 
personal matters. The local commu- 
nity is the most important basic unit 
of our social, economic, and political 
structures. More than perhaps any- 
thing else, the community affects the 
welfare and prosperity of our entire 
country. Therefore, in spending time 
aud work to help our own community, 
we are doing a lot of good for the en- 
tire nation. 

Wherever you live, your own com- 
munity is made up of a great number 
of integrated trading, service, and so- 
cial areas. All of these areas overlap 
more or less. Some of them extend 
farther out from the community-serv- 
ice center than others. The local ter- 
ritory served by a lumber retail dealer 
represents just one of these many 
community service areas. The circu- 
lation territory of your local newspa- 
per is another community service 
area. 

Each different kind of business and 
professional service has its own geo- 
graphical area. Each one of these 
many overlapping areas represents 
one or more opportunities for the 
local members of that particular busi- 
ness or profession to get together 
and do a fine piece of community serv- 
ice as one small part of the entire 
“Tdeal Home Town Betterment Proj- 
ect.” 
make up your community working 
harmoniously together, you can build 
up a community which will be out- 
standing, both as a business center 
and as a fine community in which to 
live and work. 

sut all this will take serious plan- 
ning and work. These benefits cannot 
be obtained by waiting for some- 
one else to bring them about. Some- 
one must take the lead to get some- 
thing started. We would rather see 
the start made by the retail lumber 
dealer. Don’t try to start out too 
ambitiously. If at first you start only 
one or two of the twenty-eight local 
projects outlined in the “Ideal Home 
Town Betterment Project Kit,” you 
will have enough to keep you and sev- 
eral other community leaders busy 
for quite a while. So determine 
now that you are going to push one 
or two of these projects into vigorous 
action in your community right away. 

Identifying and mapping the vari- 
ous community-service areas already 
described are important preliminary 
steps. Only a little time and thought 
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With all of the factors that 


To help extend the 
area of community 
service and to con- 
serve trucks, the kit 
tells how to pool 
truck service. 


For the "Home Bat- 
tle Front,"' the kit 
tells how to organize 
war-need sewing 
bees and classes in 
how to sew, knit, and 
remodel clothes. 


The kit shows you 
how to find and train 
workers for all local 
needs, and where to 
go for help in your 
labor - shortage dif- 
ficulties. 


are required. Then these trading 
area maps become the very founda- 
tions for later providing or improving 
all of the necessary and desirable com- 
munity services so that your commu- 
nity center may realize its fullest 
possibilities of complete community- 
center service and leadership. 

As the Manual points out, there are 
three main ways your town or city 
may grow, aside from attracting new 
industries and new settlers, which is 
not possible for the great majority of 
smaller places today. These three 
ways are the following: 

1. By attracting a larger share 
of the business from the surround- 
ing area the town now serves. 

2. By helping to increase the in- 
come of the inhabitants of the sur- 





rounding area so that they can buy 
more from the town. 

3. By increasing the size of the 
area from which the town draws 
trade. 

These three methods are not wholly 
separate and distinct from each other. 
As your town does a better job of at- 
tracting more patronage from its 
present trading area, these same im- 
provements are likely automatically 
to draw trade from a wider surround- 
ing area. That, in turn, will increase 
the income of at least some of the in- 
iabitants. In addition, a definitely 
planned program for the purpose can 
increase the income of the majority 
of the community’s citizens. 

Are these not rewards worth 
striving for? 
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Lumber Dealer Gets Set for 
Spring Roofing Drive 





General view of yard of the C. L. Morris Lumber Co. 


HE FIRST INDICATION that 

Spring has come to stay in Ply- 

mouth, Ind., will be the signal for 
the C. L. Morris Lumber Co. of that 
town to launch its 1943 re-roofing 
sales campaign. 

Strong, bitter winds and ice and 
snow so far this year have limited 
Morris roofing sales to repair and 
patching work of an emergency na- 
ture. But as the weather permits 
workmen to get out on the roofs with 
safety and comfort, the re-roof market 
—one upon which wartime restric- 
tions place no limits when the job is 
necessary to building maintenance— 
will be the subject of considerable con- 
centrated effort by the Morris com- 
pany. Materials for taking care of this 
business are in good supply and avail- 
able for reasonably quick delivery to 
lumber dealers. 

Service is to be one keynote of the 
Morris campaign. The firm has in 
its employ a roof specialist and their 
advertising and promotional material 
offers his services, with no obligation, 
to any who desire advice and counsel 
in regard to their roofing problems. 
Through the years the company has 
established a reputation for fair deal- 
ing, and those who ask for an analysis 
of their roof condition know that the 
Morris representatives will recom- 
mend a new roof only if it is actually 
needed. 

In reality the roofing business is a 
long-time thing. A roof is expected 
to last a good many years, and one 


poor job is a constant reminder to a 
customer, over a long period, that he 
wants no further dealings of any na- 
ture with the dealer who made a botch 
of his new roof. In converse manner 
one good roofing job will sell another. 

The promotional effort of the Mor- 
ris company chiefly falls into two cate- 
gories: the stimulation of inquiries, 
and the follow-up of these inquiries. 
Recently prepared has been a new 
mailing list of farm prospects to which 
roofing as well as other material will 
be sent. This includes tenant farmers 
as well as resident farmers. Farm ten- 
ants are equally important to contact 
as farm owners because they are the 
ones who are living in the house and 
using the buildings in connection with 
the farm operation. The tenants are 
the ones who call the needed repairs 
to the attention of the owner, and 
very often, although it is not their 
money that is being spent, they influ- 
ence the choice of the dealer to whom 
the business is to be given. 

In essence, however, roofing adver- 
tising for the retail lumber dealer, as 
all advertising by him, is centered 
around the mainstay of newspaper 
space. Timing is important in. this 
connection. Advertising dollars spent 
before the public is ready to receive 
the roofing message are less effective 
than those which hit the news pages 
at the psychologically right moment. 
The dealer who advertises a new roof 
job the morning following a big spring 
rain will have his message before some 


people whose leaky roof has just re- 
cently put them in the mood to con- 
sider spending some money for its 
repair. 

Through these two mediums then, 
newspaper advertising and direct mail, 
the Morris company stimulates in- 
quiries concerning its roofing serv- 
ice. Without a _ conscientious 
follow-up however, inquiries (which 
have a dollars-and-cents cost) lose 
value. Morris realizes this and 
follows their inquiries with personal 
calls. The salesman takes more liter- 
ature with him (usually that supplied 
by the roofing manufacturer) which 
gives further details about the ma- 
terial to be used, its lasting qualities 
and the colors and designs available. 
His immediate object is to secure per- 
mission to make an estimate of the 
cost of installing a new roof over the 
old one, or make other recommenda- 
tions for the roof care. 

The cost is given as a single figure 
which includes material, labor and all 
service connected with the job. No 
matter what the cost, it can easily be 
demonstrated to a customer that re- 
pairing or replacing a faulty roof is 
the zenith of economy. 

The roof is constantly subject to the 
most severe effects of local weather 
conditions. A small spot that is weak 
or damaged will, for this reason, 
spread rapidly in the face of a heavy 
storm or wind attack. Delay in over- 
coming the defect in the top roof coat- 
ing will allow rain and dampness to 
saturate and rot the wood under- 
structure with costly results. Water 
seeping through the roof eventually 
finds its way to plaster ceilings below 
and mars them and the adjoining 
walls. 

Here then are the points to be used 
in selling roofing this Spring: its 
ready availability without interference 
with wartime restrictions ; its value as 
a protective agent for the home; the 
ultimate economy of reroofing imme- 
diately when the first weakness ap- 
pears ; the enhancing of the beauty of 
the siructure. 
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CAN’T HEAL 
Y ITSELF . 


IF YOU WANT IT TO GET 
WELL BEFORE IT CAUSES 
SERIOUS DAMAGE CALL 


———— 


SANS OAS IOS OO SOOO 


Is your home 
in Danger? 
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ADVERTISING MATS AVAILABLE 


For the spring advertising cam- 
paign for the promotion of roofing 
jobs the AMERICAN LUMBERMAN has 
designed these ads which you can use 
in your local papers or news maga- 
zines. The good that a new roof can 
do the homeowner is the point 
stressed in these ads. It is doubtful 
that the buyer wants to know where 
his roofing comes from. He wants to 
know what good it will do him. Will 
new materials last longer than those 
he had previously? Is it cheaper for 


him to put it off as long as possible 
to stretch his original investment over 
a longer period, or will the chance 
that he takes that greater damage to 
the house and interior will be expen- 
sive make a new roof now the wise 
decision ? 

Stereotype mats of these ads, which 
your local newspaper may use, are 
available from the AMERICAN LuM- 
BERMAN, 431 South Dearborn, Chi- 
cago, at 50 cents each. 











ne lumber dealer with a spacious 

show window gave it “the works” 

with an ornate bathroom. The 
high-grade wallpaper was of a rich 
homespun sampler design—the Colo- 
nial period. The bathroom chair was 
Louis XVI, the stool, cabinet, lava- 
tory and bathtub were truly stream- 
lined. A middle-aged man (life size 
composition figure borrowed from a 
local clothing store in return for the 
customary courtesy card) was shav- 
ing himself before the cabinet mirror 
with an old-fashioned razor. 

The display, which was a hodge 
podge of Colonialism, modernism and 
settled middle-aged habits, did not 
register at all right. 

If the lumber dealer expects to sell 
modernization, he cannot mix his fur- 
nishing periods. Then, too, present 
day priorities prevent a complete res- 
toration of the bathroom. When the 
proper time comes, it is a job for the 
plumbing and heating contractor to 
tackle. 


Not Enough Concentration 

The lumber dealer’s wartime sales 
interest in the bathroom is the oppor- 
tunity before him for partial modern- 
ization, such as a new cabinet, wall 
tile, etc. This one-improvement-at- 
a-time is easy on the householder’s 
pocket book and thus lessens his buy- 
ing resistance. 

Lots of lumber dealers do not 
possess the complete set of bathroom 
fixtures. Even if the lumber dealer 
asks the neighboring plumber to help 
him out, the latter is inclined to be 
lukewarm or stone cold at the pros- 
pect of promoting equipment he can 
no longer obtain or service. Should 
the plumber come across, there’s still 
the problem of installing the model 
bathroom in the lumber dealer’s win- 
dow. If it is to resemble the genuine 
article, the bathroom must be soundly 
constructed, with careful attention to 
detail. With the heavy demands on 
his time—the closer supervising of 
raw help, the filling out of govern- 
ment documents, and the many ex- 
planations to customers why certain 
building materials are no longer on 
the market and suggesting of substi- 
tutes—the lumber dealer may have to 
turn over the bathroom layout to a 
local display installation firm—and 
this may cost him more than he is 
prepared to spend, or the probable 
sales warrant. 

Other lumber dealers may not have 
the show window space for the full- 
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fledged bathroom presentation. One 
lumber dealer who used his head man- 
aged to contrive a convincing display 
without it. The highlight was a long 
black painted composition board panel. 
It occupied the window background. 
This panel contained a lot of what 
might be termed “running comment” 
from a turbaned fortune-teller. This 
‘Man of Mystery” was a head and 
shoulders cut-out (which included the 
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inevitable glass globe) emerging from 
the lower part of the background 
panel. “Step Up and Have Your 
Fortune Told,” the invitation read, 
and elsewhere on the panel were 
these “running comments,” para- 
graphed to permit quick reading : 

“T see your bathroom.” 

“T see the walls stained from many 
ablutions. Wall tiling would fix them 
up nicely.” 

“T see the antiquated cabinet over- 
flowing with medicines and toiletries. 
A new cabinet would be another 
modernization move.” 

“Every day you are provoked when 
vou use the bathroom and you com- 
pare it with those in your friends’ 
homes.” 

“T see you coming in now to in- 
quire about the modernization items 
still available.” 

The items concerning which the 
fortune-teller “spoke” were on dis- 
play with prices and brief descrip- 
tions. It was easy for the house- 
holder to visualize his or her bath- 
room from the plain truths “uttered” 
in such an unconventional form. 


First Aid a First 

The prevailing interest in civilian 
defense and the wartime necessity for 
safety-first campaigns in industrial 
plants, are two timely reasons why a 
first-aid window display rates first 
with the druggist. Just as with the 
lumber dealer stock shortages and vol- 
untary rationing compel him to soft- 
pedal promotions of certain items. 
More and more he is returning to 
“plugs” of departments for which the 
pharmacy was originally established. 

The bathroom is where first-aid 
essentials are kept in every home. 
And the storage concentration point 
here is the cabinet affixed to the wall. 





This bathroom cabinet location was 
capitalized by an alert druggist. A 
battery of show cards—three in all— 
stressed the advisability of being 
prepared for emergencies. This is 
what they had to say: 

“FIRST AID—Are You 
pared ?” 

“PROMPT ATTENTION Pre- 
vents Infection.” 

“GUARD Against Serious Results 


Pre- 

















from Accidents.” 

First-aid outfits were in opened 
containers on the floor, while at the 
sides, on tiers of glass shelves, were 
groupings of separate products. The 
rear center was occupied by a three- 
wing composition board panel in a 
tiling effect. Virtually built-in at the 
top center of this panel was a cabinet, 
the opened door of which disclosed 
shelves filled to capacity with safety- 
first aids. “NECESSITIES For 
Your Medicine Chest,” announced a 
small sign just beneath the cabinet. 

The reason why we describe the 
above display in detail is because the 
lumber dealer might approach his 
local druggist or druggists and offer 
to loan him a modern wooden bath- 
room cabinet as a window display 
prop. In the event the offer was 
accepted, the bathroom cabinet would 
carry the lumber dealer’s by-line, 
saying the cabinet was a non-priority 
item, an indirect form of advertising 
for his yard. 

“How would you handle such an 
uninteresting product as glass in a 
window display,” a correspondent in- 
quires. 

“Dramatize it to the Man in the 
Street’’ was our reply. 


Was the Glass Broken? 

The unimaginative way is to show 
a few samples of glass, backed up with 
a “Let Us Solve Your Broken Glass 
Problems” sign. 

In contrast to this, as noted in a 
midwestern city, was a store front 
which might have been hit by an auto- 
mobile or caused by an explosion. 
The broken plate glass had been tem- 
porarily patched up. Their curiosity 
aroused, pedestrians moved closer to 
investigate. A sign in the display 
reassured them that : 
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“This window is not broken. If 
it were, we would fix it. 

“How about your broken window 
glass repairs ?” 

For your information in duplicating 
this “broken” glass effect, the make- 
believe hole at the middle of the sheet 
of glass was covered with wooden 
buttons, and fastened with small iron 
bolts, on both the inside and the out- 
side. The big cracks extending all 
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THROW OUT 
DUSTY SAMP 


the way across, in a sort of sunburst 
effect, from the center hole, were done 
with pasted thin streaks of silver tin- 
foil. 

The presentation was drama with a 
capital D, for what is more dramatic 
than the spectacle of a broken plate 
glass window ? 


Silent Demonstration 


The woodwork on a certain type of 
glass door is claimed to resist damp- 
ness and moisture. It is easy to make 
such claims, but not so easy to con- 
vince consumers, who hail from Mis- 
souri as a rule. They demand to be 
shown—and shown they were in a 
southern city. A large zinc tank, 
filled with water to cover completely 
one of the featured glass doors, occu- 
pied the entire window. The door 
appeared as dry as if water had never 
touched it. Drama proved a handy 
device in this instance. 


Degree of Drama 


There are degrees of drama—in- 
tense, medium and fair. The first 
display described above is of the 
intense kind that registers with a 
wallop. The second example already 
given is in the medium class—quiet 
yet forcefully convincing. The third 
type where the drama follows a mild 
yet interesting pattern is represented 
by the following two display layouts. 





April 3, 1943 


“What Is Your Glass Trouble?’ 
asked the sign in the window of an 
eastern firm. The format of the sign 
was sufficiently unusual to attract at- 
tention. It was, in fact, just as much 
an advertisement for the firm’s glass 
department and repair service as was 
the copy painted on it. The sign, 
seemingly hung from space, was sus- 
pended from the ceiling to about mid- 
way, on two almost invisible thin 








Timely interest is in this display. 


knowledge and your natural yen to 
air it. Instead place yourself in the 
position of the average consumer, who 
knows little how glass is manufac- 
tured. Ask yourself—what phases 
of the subject would be likely to in- 
terest him? The obvious things to 
you are choice morsels of educational 
information to him. You are too close 
to see or appreciate the romance of 
glass manufacture, its historical asso- 





The lumber dealer could furnish the 


medicine cabinet to the druggist and get credit by a courtesy card. 


white wires. Cut out of colored glass 
the sign was shaped as an immense 
question mark, lettered in white paint 
with the piece of copy already quoted. 

In this display were different kinds 
of glass for specific purposes, in addi- 
tion to glazing points and accessories. 

Another firm to carry out the same 
idea yet in, a different way, lettered 
the message, “Glass of All Kinds,” in 
cut-out pieces of frosted glass, ade- 
quately spaced on a sheet of frosted 
glass occupying the floor at the fore- 
ground. A varied range of glass was 
shown at other parts of the display. 


Display Treatment 


Now we come to the interesting 
versus uninteresting aspects of a glass 
display when the theme is a technical 
one. The degree of interest a display 
has for the Man in the Street depends 
on its treatment. If in sugar-coated 
pill form, this interest rises. 


Forget your mass of technical 


ciations or 
thereof. 


the present day uses 


Popularizing Technical 
Knowledge 


One interesting example of how 
this was done had, for the window 
background feature, large colored 
photographs (supplied by a glass 
manufacturer) of different stages in 
glass manufacture. In front were small 
exhibits of such raw materials as 
carbon, soda ash, sand, lime and salt 
cake. 

The display, simple as it was in its 
layout, scored because of a maximum 
of pictorial material and a minimum 
of verbiage. There was, in fact, no 
tiring the brain with long-winded 
explanations of technical processes. 
Brief captions—and the pictures and 
samples did the informative rest. 

If there is any secret of success in 
arousing consumer interest in any dis- 
play, it is—Dramatize Your Product. 
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Results of a survey to be the basis of an 
estimate of the lumber and equipment needs 
of the nation’s farmers will be used to pre- 
sent these facts to proper Washington of- 
ficials. The facts were compiled by means 
of individual questionnaires answered by 
12,678 typical farmers through retail lum- 
ber and building material yards in seven 
states. 

The survey revealed a critical shortage 
of lumber throughout the midwest food pro- 
ducing areas which is seriously threatening 
to curtail agricultural production. Because 
farmers are relying on retail lumber dealers 
for many of the labor-saving items and 
small portable structures, many of which 
formerly were made of metal, the impor- 
tance of the lumber dealer stocks in the 
food production program is vital at present. 

According to the survey covering the 
states of Minnesota, Iowa, North and 
South Dakota, Wisconsin, Nebraska and 
Illinois, retail lumber stocks as of February 
1 this year were only 40 per cent of normal, 
and since that time lumber association of- 
ficials say this has been reduced by half. 

In view of the critical situation confront- 
ing the farmer’s lumber supply, a committee 
of three prominent midwest lumbermen is 
now in Washington where they presented 
the facts to various governmental agencies 
concerned, to impress on them the serious- 
ness of the situation. 

This committee of three was appointed by 
the retail lumber associations of the states 
concerned and is composed of the following 
men: Ward Lucas, President of the Hayes- 
Lucas Lumber Co., Winona, Minn.; Glen 
R. Newton, of the Glen Newton Lumber 
Co., Nevada, Iowa, and Hollis G. Hansen, 
of the H. L. Hansen Lumber Co., Gales- 
burg, Il. 

The questionnaires asked farmers to state 
their minimum lumber requirements for 
1943. Lumbermen were specifically in- 
structed not to hand pick the men they 
questioned on lumber needs, but to take the 
first ten farmers coming to the yard and 
have them give an absolute fair and im- 
partial cross section of their minimum 
lumber requirements in 1943. 

Results as tabulated in the offices of the 
cooperating associations reveal the follow- 
ing average needs per farm in 1943 in 
states named: Minnesota, 4,650 board feet; 
Iowa, 4,105 board feet; Illinois, 4,770 board 
feet; North Dakota, 5,940 board feet; 
South Dakota, 5,133 board feet; Wisconsin, 
4,089 board feet; Nebraska, 4,625 board 
feet. 
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Questionnaires returned also revealed a 
tremendous need for other items of farm 
equipment such as milking machines, sepa- 
rators, pails and cans, hog and poultry 
equipment, haying tools, and so forth. 


Help to Solve Manpower Problem 


At the present time farmers are depend- 
ing on lumber dealers to supply such items 
as hog feeders, cattle feeders, chick and 
hog brooder houses, grain bins, corn cribs, 
troughs of various kinds, water tanks and 
such other items which not only serve as 
shelter for stock but enable farmers to save 
many hours during their working days. 

Among many typical letters written by 
retailers one said: “Up until the present 
time we have built and delivered to the 
farmers of our county 179 feeders. The 
farmers have estimated that these feeders 
will save each farmer seven days labor out 
of each month, or 84 days out of each 12- 
month period. In other words, we have 
saved the farmers of our country 15,036 
days of labor that will permit them to uti- 
lize that time in some other essential work. 
... In view of the serious manpower short- 
age on farms it does not take much figuring 
to show that 12 hours per week means a 
lot to a farmer who is short of help. As a 
matter of fact, it adds one day to his work 
week—gives him an eight-day week instead 
of a seven-day week.” 


Agricultural Engineers Work 
With Dealers 


Because of the importance of the items 
which retail lumber dealers can supply to 
farmers, the Agricultural Extension Engi- 
neers of the University of Minnesota, 
through the county agents, have inaugu- 
rated a cooperative program with lumber 
dealers whereby the county agents act as 
liason men in presenting the farmers’ needs 
to lumber dealers so they will know in ad- 
vance of what to expect in the way of de- 
mand and make proper arrangements for 
satisfaction of the need. With ample lum- 
ber to work with, such a program would 
be of immeasurable assistance to the farm 
production program, but with lumber stocks 
at an all-time low, insufficient for minimum 
needs, the program is being seriously im- 
periled. 

Lumber is vital in the war program and 
must be supplied in prodigious quantities. 
The committee representing retail lumber 
dealers is attempting to point out to the 


Department of Agriculture and the War 
Production Board, that unless sufficient 
lumber is made available to farmers, the 
food production program will be seriously 
curtailed in the face of an increased quota 
for 1943. Without sufficient food, the entire 
war effort will bog down, regardless of 
whether there is sufficient manpower, mate- 
rials and ships in which to carry them. 

The War Production Board has assigned 
high priority ratings on lumber for agricul- 
tural use, but in the face of an unpre- 
cedented demand on manufacturers for war 
requirements, the ratings have not been 
high enough to insure an adequate flow to 
the farm production areas. At the present 
time lumber association officials state the 
available supply for farm needs is only 
about ten percent of what is actually 
needed. Association officials also state that 
the government is not asking any other 
essential wartime industry to operate on 10 
per cent of its requirements, and that unless 
some action is taken immediately, food pro- 
duction will suffer. 


One Carload of Lumber Equals 
10 Carloads of Hogs 


To illustrate how important lumber can 
be in good production, one Iowa dealer 
figured that one carload of lumber would 
be the equivalent of ten carloads of hogs 
when used in the construction of hog 
houses. His figures are as follows: 

One carload of lumber equals 36,000 

feet 

One triple hog house equals 800 feet 

45 hog houses equal one carload of 

lumber 

Six pigs per litter equals 810 fall hogs 

Eighty hogs per car equals 10 carloads 

of hogs. 

Farmers are now in a position financially 
to provide the necessary and more adequate 
housing facilities for livestock and farm 
products which is a natural corollary to the 
call for more food production. Retail lum- 
ber dealers are ready and willing to pre- 
fabricate these small structures in their 
yards to be delivered ready for use by the 
farmers. If sufficient lumber can be made 
available for the construction of these nec- 
essary buildings and labor-saving farm 
livestock equipment items, one of the major 
impediments to successful fulfilment of the 
1943 farm production quotas will have been 
eliminated. 
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ing its full part in the BEHIND THE EAGLE shoes, into truck and trailer bodies, into cooks’ 
war and Northern woods are go- tables, cots, Army and Navy furniture, Quar- 
ing into Army and Navy aircraft, STAND THE FORESTS termaster, Signal and Medical Corps equip- 
into fighting and merchant ships, into shoe ment. 
SS ara, : 
tRobbins Flooring Company . Rhinelander, Wis. Oconto Co., Oconto, wetter De Nome Cor Nate Mich 
N — Sal Office, 817 Railwa Exchange, Chicago—White Pin 
nate gens — Maple, Birch, Beech. Oak, Flooring pel Seated, Hardwood IL be gles Gules Gestion, Lath. 
“Rodis Lumber & Veneer Co. Marshfield & Park Falls, Wis. ER “Edward Hines Lumber €0. Park Falls, Wis 
Cc l. stk. Kiln Air Dried Maple, Birch, Elm and other North Hard- 
Senet, aot, emia Bi Ree cater. Mate rg Sis. WLR rth, ee ter Norte Be 


*Yawkey-Bissell Lumber Co... . . White Lake, Wis. These Kerry & Haison Prong Cn. (Meee ge © GRAYLING, Mica 


Northern Maple, Birch and Oak Flooring; Kiln Dried Hard- 


Maple, Beech and Birch Flooring—Maple. Beech 
woods; Hemlock Lumber and White Pine. LEAD Soft Maple, Basswood, Hemlock. White Pine. 
eae oo aa AN 
"|. Stephenson Company ........ Wells, Mich. PRO Dy fi Copeland a Lumber Co. Las Ontonagon & Atlantic, Mich. 
Mfrs. Northern Hardwoods, Pine, Hemlock; Hardwood Dimension stock, kiln ( E Sales Ofico—CHICAGO—195 So. La Salle St., Hardwood Lumber. 
dried, eut to size. Hardwood and Softwood Lath, Cedar Posts, Poles. Rs ension. Dry Kilns and Planer 
EE a 
tHolt Hardwood Co. . Oconto, Wis. “Lake Superior Lumber Corp. . . . . Ontonagon, Mich. 





'Maple, Birch, Beech, Oak Flooring. Strip, Assembled Block, 
Herringbone, Parquetry types; all types Heavy Duty Flooring 


Cadillac-Soo Lumber Co. (MaticAtice) Grand Rapids, Mick *C. M. Christiansen Co. . . . . . . . . Phelps, Wis. 


Northern Hardwoods. Hard Maple a Specialty. Hemlock, White Pine. An outstanding Wisconsin lumber manufacturer—Hardwood, 
Modern Dry Kilns. Facilities for Surfacing, Resawing, ete. White Pine, Hemlock and Cedar Products. 


“Michigan Pole & Tie Co., (is; ,Newherry ,._., Newberry, Mick Wm. Boniias Lumber C0. (yarenisce: Mich.) ortice Neenah, Wis. 


Northern Hardwood Lumber, Old Faithful Hemlock, Northern Northern Hardwoods, White Pine, Cedar Products, Shingles, 
White Cedar Poles, Posts, Shingles, Piling, Soft & Hardwood Ties. Squares, Lath, Modern Dry Kilns. Expert Millwork. 


‘Connor Lbr. & Land Co. tits: sone, Ws.) saiee Marshfield, WHMRALRaUUoGLme “Underwood Veneer Co... . . . . Bessemer, Mich, 


K. D. & A. D. Hardwoods, Hemlock, W. Pine—Cedar Shingles, Northern Hardwoods, Hemlock. Ww. Pine at Bessemer, Mich. 
Posts, Poles—Laona Rock Maple & Birch Flg.—Dimension stock H AR pwood Veneers and Panels at Wausau, Wis, 


“Von Platen-Fox Company . . . . tron Mountain, Mic oodman Lumber Company .. . . Goodman, Wis. 


Northern Hardwoods, Kiln Dried or Air Dried. Hemlock and Pine FLOORING Northern Hardwoods, Hemlock, White "Pine, ek Hard- 
Mills: Iron Mountain, Trout Creek, and Mass, Michigan wood Dimension. Planing mill. Dry kilns. Rotary cut veneers. 


"Rib Lake Lumber Co. . 2... .. Rib Bissell Lumber Industries . ... . . Hawkins, Wis. 


Northern Hemlock, White Pi Kiln-Dried Hardwoods, Lath, HARDWOODS, HEMLOCK, WHITE PINE LUMBER. Band sawn, 
Shingles, Cedar Posts and teen, — excellent manufacture, first-class planing mill work. 


arathon Paper Mills Company . . . lronwood, Mich. 


Air Dried or Kiln Dried Ash, a "Birch, Elm and Maple 
Lumber—also White Cedar Shingles. 


Northern Hardwoods, Hemlock, White Pine. 
Modern Dry Kiln facilities. 
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"Wisconsin Land & Lumber Co. . . . Hermansville, Mit 


“IXL” Maple, Birch and Beech Flooring: Northern Hardwoods 
and Softwood Lumber: White Cedar Posts and Shingles. 


“Thunder Lake Lumber Co. . . . . . Rhinelander, Wis. 


Air- and Kiln-Dried Northern Hard and Soft Woods 
Mills—Rhinelander and Lemke Spur, Wis. 


tMember Maple Flooring Mfrs. Assn. 










E. M. Holland Lumber Co. . . . . . Newberry, Mich. 


Sales Office, GRAND RAPIDS—Michigan Hardwoods, Softwoods 
and Allied products. Have modem planing mill. 


*Member Northern Hemlock & Hardwood Mfrs. Assn. 
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What Every Dealer Should Know 


Q.—Do my customers have to sign “certi- 
fications” and apply a rating when they 
buy frozen lumber? A.—Yes. 

Q.—Can I extend ratings on sales made 
after January 12, 1943 to the mill to re- 
place inventory? A.—Yes. 

Q.—Before January 12 I delivered lum- 
ber on ratings of AA-5 and lower. May I 
now extend these ratings to replace inven- 
tory by using form PD-1X? A.—Yes. 

Q.—Before January 12 1943 I sold and 
delivered lumber on ratings of higher than 
AA-2X, AA-3 and AA-4. Am I limited 
to 90 days from date of sale to extending 
such ratings for replacement of inventory ? 
A.—Yes. 

Q.—Can I buy lumber without extending 
ratings if mill has no rated orders on 
hand? A.—Yes. 

Q.—May I sell frozen lumber to another 
dealer without a rating if I have on hand 
no undelivered rated orders? A.—Yes. 

Q.—A farmer builds an addition to his 
barn costing less than $1,000 and then is 
able to buy stanchions. Will the extra con- 
struction for installing these stanchions re- 
quire a special permit from the County 
USDA War Board? A.—No. 

Q.—A customer did farm building prior 
to September 7, 1942 amounting to $1,000. 
May he now construct more farm buildings 
up to $1,000 without a special permit? 
A.—Yes. 

Q.—Can I sell plywood to a customer 
who wants to make a kitchen cabinet? 
A.—No. 

Q.—Can I use plywood I have in stock to 
make a kitchen cabinet? A.—Yes. 

Q.—Can I use a P-100 application to 
obtain an A-10 rating to buy hardware for 
inventory? A—No. 

Q.—A part time employee earns $12 this 
week, and earns also $12 from another 
employer, making a total of $24 this week 
for this employee. Do I consider the other 
employer’s payment and deduct five per- 
cent Victory Tax? A.—wNo. 

Q.—Do I have to absorb the three per- 
cent transportation tax on Hemlock lumber 
if I am quoted on it f.o.b. my town? 
A.—Yes. 

Q.—I buy Douglas fir plywood in less 
than carload lots. May I add 45 percent 
to the less-than-carload cost for a sale of 
less than 1,000 feet? A.—No. 

Q.—Can a customer give me a rating 
under M-208 to buy Red Cedar shingles? 
A.—Yes. 

Q.—The owner of a building containing 
four stores desires to do some remodeling. 
Can he spend more than $200 for materials 
and labor without a special WPB author- 
ization to begin construction? A.—No. 

Q.—lf a farm house is damaged by fire 
after December 31, 1941, can restoration 
be commenced without WPB authorization 
if no priority assistance or extension of 
utility service is required? A—yYes. 

Q.—lf a farm building is destroyed by 
fire, ymust the owner apply through the 
County USDA War Board on PD-200 for 
a permit before commencing restoration? 
A.—Yes. 

Q.—Within what period of time must 
the farmer apply for a permit to rebuild a 
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Question and answer panels held at recent War Conferences of dealers 
brought out much useful and valuable information on interpretations of 
various government limitation and restriction orders affecting lumber and 
building material distribution. It is probable that most if not all of the 
answers to questions presented to the panels had been answered before 
the conferences assembled. Interest in the panels, however, indicated 
that repetition is desirable. For that reason and to provide a handy com- 
pendium of answers to questions most often raised, the following selected 
group are presented from the discussions held at war conferences of the 
Wisconsin Retail Lumbermen’s Association and the Illinois Lumber and 


Material Dealers Association. 


barn destroyed by fire after September 7, 
1942? A.—2 weeks. 

Q.—Have I violated L-41 if I took in 
good faith, a signed statement of com- 
pliance from the customer and I had no 
reason to believe that he was violating the 
order? A.—No. 

Q.—A store owner wishes to buy frozen 
lumber to repair permanent shelving. Can 
he apply a rating of AA-4 to secure this 
lumber? A.—Yes. 

Q.—May a store owner buy frozen lum- 
ber to build new shelves? A.—No. 

Q.—What, rating may a farmer apply 
under M-208 for the purchase of Red 
Cedar shingles to repair the roof on his 
barn? A—AA-3. 

Q.—Can I sell material costing $750 for 
remodeling of a farm residence if the owner 
has not obtained a WPB permit to do so? 
A.—No. 

Q.—Does M-208 permit me to sell frozen 
lumber to a farmer for building a machine 
shed? A.—WNo. 

Q.—If my March ceiling price on an 
item of lumber for sale to another dealer 
is $58, may I charge him $61.50 if the 
ceiling price of the lumber computed under 
MPR-215 amounts to $61.50? A.—Yes. 

Q.—Can a dealer apply a rating of AA-4 
to purchase lumber which he will use for 
building small farm buildings which he will 
sell for the storage of agricultural products, 
or for sheltering livestock or poultry? 
A.—No. 

Q.—Can I apply a rating in advance to 
purchase softwood lumber for which I will 
later secure ratings from my customers? 
A.—No. 

Q.—My yard foreman earns: $150 a 
month. He is drafted. Can I promote a 
truck driver who is earning $100 a month 
to the foreman job and pay him more than 
$100 and not more than $150 a month with- 
out War Labor Board approval? A.—Yes. 

Q.—My PARTNER and I have seven 
employees. Does the wage and _ salary 
stabilization order affect our employees? 
A.—No. 

Q.—Can I raise my coal prices to cover 
the higher prices I am now paying? A.— 
Yes. 

Q.—Can I sell frozen lumber for build- 
ing a new coal bin? A.—No. 

Q.—Are barb wire and wire fencing re- 
stricted as to sale? A.—Yes. 

Q.—Is it good policy to sell unfrozen 
lumber for uses not listed in M-208? A.— 
No. 

Q.—Can I secure additional gasoline for 
my trucks if the certificate of war neces- 


sity allowance is not sufficient for my 
necessary operations? A.—Yes. 

Q.—How can I get hinges, hasps, bolts, 
screws to build hog houses and brooder 
houses? A.—Use PD-1A or PD-1X. None 
of above items are restricted by L-70 
(farm machinery and equipment) or M-126 
(iron and. steel conservation). 

Q.—lIf a mill has on hand material for 
which it does not have a rated order, can 
it ship on open order? A.—Yes. 

Q.—Can the PD-1X rating be extended 
for Douglas fir? A.—Yes. Douglas fir is 
under M-208, and is not frozen by L-218. 

Q.—How can anyone build a new home 
now? A.—If in defense area, with quota 
established, file PD-105. If in non-defense 
area, file PD-200. 

Q.—Under what rule can a retail lum- 
berman sell lumber for a machine shed? 
A—If farm machine shed cannot use 
grades restricted under Par. C, M-208— 
structural and number one and two com- 
mon. Can use uppers and No. 3 common 
and lower. Cannot replace in inventory. 

Q.—What if such a machine shed costs 
over $1,000? A.—File PD-200 with County 
Agricultural Board. 

Q.—On AA-4 cancelled orders in our 
yard, can we sell on AA-5, or must we hold 
same for some other AA-4 customer? A.— 
Sell on any rating provided it is not in 
violation of Par. C, M-208. 

Q.—If a speedometer is broken, can State 
mileage be estimated? A.—Yes. 

Q.—Don’t you think it best for dealers 
to regulate credit to different class cus- 
tomers. A.—Yes, and where regulation 
of credit does not interfere with price 
formerly charged, same practices may be 
continued. If you extended credit, allowed 
discounts or made service charges in the 
past, you must continue those same charges. 

Q.—Can salesmen obtain gasoline for 
passenger cars in excess of a “B” allow- 
ance? A.—Under a new ruling he may 
receive “C” rations up to 717 miles a month 
if selling building materials. 

Q.—May a dealer who owns two or more 
yards use ratings extended to him at one 
yard to replace inventory at the other yard 
or yards? A—No. See Priority Regula- 
tion No. 1. 

Q.—Can a dealer sell material to a cus- 
tomer for a room in an attic costing $175 
if it needs two electric outlets to complete 
the job, and the customer has the outlet 
material on hand? A.—Yes, if he pur- 
chases it from a retailer. If electric outlets 
or wire are secured from a dealer or a 
jobber, he will need an AA-5 order to 
secure the material. 
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HERE’S A PROVEN 


TYPE OF FLASHING SYSTEM 






Rotproof-Fireproof-Waterproof Flashing Felt 


J-M American Colonial Felts contain the same basic in- 
gredient as American Colonial Shingles . . . Asbestos! 
These fibers of stone are fireproof, rotproof, unaffected by 
long exposure to weather. They provide a flexible, easily 
worked flashing material that will give lasting protection 
for the roof at all critical points. 


TT 


J-M American Colonial Shingles 


meet the requirements of today’s war 
economy. Made of asbestos and cement, 
they won’t burn, rot or decay. Easily ap- 
plied—no special knowledge or skill required. 
Attractive in appearance with lovely texture, 
pleasing color blends. Thousands of J-M asbestos 
shingles have been in service over 30 years and 
are still in excellent condition. 
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J-M American Colonial 
ASBESTOS FELT and 
ROOF CEMENT 


wes copper and other metal flash- 
ing materials “‘out for the duration,” 
essential roofing jobs involving flashings 
and valleys have presented a problem to 
many building contractors. 


Now Johns-Manville provides a solution . .. 
American Colonial Felts! Asbestos Felts in 
various combinations have been successfully 
used in both roofing and flashing construction 
on industrial buildings for many years. They 
are recognized by architects and roofing ex- 
perts as providing one of the best and safest 
kind of flashings. 


These materials are now available through 
J-M Dealers for use on residential and farm 
roofs. They are rotproof, fireproof—and 
WATERPROOF. Two layers of this flexible 
stone felt with a coating of American Colonial 
Roof Cement will give you a weatherproof 
flashing doubly protected against rain and sun. 

* * * 


Johns-Manville recommends that you consider 
J-M American Colonial Flashing Systems and 
Asbestos Shingles for all roof maintenance and 
re-roofing work. They are economical in cost, 
easy to apply and they are the best insurance 
we know of against future roofing expense. 

For full details on J-M American Colonial 
Flashing Systems, and Asbestos Shingles, 
write to Johns-Manville, 22 East 40th Strect, 
New York, N. Y. 


JM Johns-Manville 


Roofing Materials 
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Logging & Food 

Food rationing throws a big monkey 
wrench into lumber production; issues in 
loud by-products that do industry and war 
program no good. 

It’s like this: The rationing boys faced 
up to their tough assignment on a nation- 
measured food allowances for 
the average citizen who holds the average 
job that calls for no excessive intake of 
calories; figured that if for any reason he 
had an oversized appetite he could go to 
the corner market and buy unrationed 
provender. Result was a formula that makes 
processed foods largely supplementary to 
unrationed items. 

That formula doesn’t begin to fit logging 
camps. First, a man who pulls a bucking 
saw all day wants food in habit-forming 
quantities ; and, second, the top inducement 
for keeping loggers on the job is good food 
and lots of it. Third, the camp is usually in 
a remote area where markets are scarcer 
than happy taxpayers; and, fourth, it sel- 
dom has facilities for keeping perishable 
items, even if they could be brought in. 


wide basis; 


Supply Problem 


Camps report that, under the point sys- 
tem, they’re allowed twenty percent or even 
less of the food amount consumed per man 
during December. Note: If the number 
of loggers grows less, so also does the 
over-all food allowance. Supplies are fig- 
ured per man, not per camp. Easy to 
guess the result. Loggers have been going 
over the hill like nobody’s business; have 
been met with hosannas and abundant hash 
in shipyards and other war industries. 

B. R. Ellis, of the NLMA, has been 
inundated by letters and telegrams from 
logging companies, sawmill operators and 
producer association. Theme song, “Give 
us three grains of corn.” Ben has been 
working heroically, trying to get supplies 
loosened up. Time is the factor; for once 
loggers leave the woods, no matter what 
the reason, it’s hard to get them back. 
Government asks the industry this year to 
come through with 31 billion feet of lum- 
ber, plus any additional amount that comes 
handy. This figure has been broken down 
by areas; and practically every area is run- 
ning behind its prorated share, due to man- 
power shortage in the woods. 


Bricks Without Straw 

Ever since Uncle Sam caught our in- 
dustry and put shoes on us, his sympathy 
for our struggle with civilization has been 
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so benign it makes weeping a_ pleasure. 
Maybe he thinks we're learning a few 
town tricks. At least he’s asking us to 
put the big pot in the little one by pro- 
ducing lumber with fewer and hungrier— 
men, 

An official of cabinet rank, however, tells 
this page that Chairman Nelson, of the 
WPB, is getting discouraged about us; 
admits the probability of a lumber short- 
age due to the thinning ranks of loggers; 
says he'll meet this crisis by encouraging 
the use of substitute materials in construc- 
tion. Now that’s practically perfect; 
though, come to think of it, there is one 
little point. If Uncle Donald is mad at 
us because we don’t produce lumber with- 
out labor, he must be fixing to produce 
these substitute materials without labor. 
Otherwise nothing would be gained, and 
manpower would still have that tiresome 
knot tied in its tail. Well, it’s a good 
trick, if Uncle Donsie can do it. 

“So many men have already left the 
woods,” writes a regional association offi- 
cer to Ben Ellis, “that I am almost 
to the point of saying that it does not 
make any difference what else is done.” 
“The trouble in our territory,” writes an- 
other regional official, “is aggravated by a 
meat shortage, which leaves processed 
foods the only kind available to loggers. 
Furthermore, rationed foods are the only 
types that the average commissary can 
stock successfully. It follows that a reduc- 
tion in the supply simply means loggers 
and lumber workers are not going to have 
enough to eat. Under the circumstances, 
their unwillingness to stay on the job is 
understandable.” “I don’t think,” writes 
the President of a western lumber com- 
pany, “that you are going to get any 
logs on angel-food cake and _ jelly.” 


What's Cookin’? 

However, don’t let this story give you 
a low opinion of the rationing boys; such, 
for instance, as a conviction that they not 
only don’t know anything but don’t even 
suspect anything. (Quotation.) They do; 
both of these things and especially the 
second. They didn’t make the world or 
the war; but they do have to count na- 
tional calories and national appetites. 
Their’s is a lousy job, guaranteed to make 
them hated in any kitchen. So don’t shoot 
the rationeers. They’re doing the best 
they can. 

Two complications in the care and feed- 
ing of loggers have been indicated. First 


is that remoteness from markets, issuing 
in the need to give the boys point-rationed 
items. The rationeers have tried to meet 
this one with the sovereign remedy for 
regulatory misfits, an amendment. In this 
case, a couple of amendments. It seems 
that other occupations, also doing their 
stuff in places isolated from markets, have 
been telling about unsatisfied hunger ; fish- 
ermen, sheep herders, forest rangers, mis- 
sionaries, dwellers in various institutions 
and the like. The amendments fix up a 
more or less complicated way of getting 
additional processed and _ point-rationed 
items, if no other supplies are available. 
Logging camps of more than 50 men, we 
understand, can get a fair amount of sup- 
plementation. Smaller camps, so far, are 
said not to do so well . Use OPA’s Gen- 
eral Purpose Application Form R-315. 

The second complication has to do with 
that outsize logger appetite; the appetite 
that, at close of day, inspires a top loader 
to eat a sow and ten pigs. (Another 
quotation. This is getting to be a habit.) 
The woodsman’s intake capacity makes the 
ration built for a desk worker little more 
than an incitement to violence. 

At this point the rationeers begin chew- 
ing the carpet; for here is where differen- 
tial rationing comes in, bringing all its 
imponderables. How are you going to 
decide which citizen is to get more than 
another citizen, how much more and why? 
If they asked you or us to list the minimum 
intake needed to keep us going at our jobs, 
we'd probably swear to a menu that would 
founder an alligator. But imagine what 
would happen to the rationeers if they told 
Logger A he could have an eight-quarter 
cross section of a cow for breakfast, while 
Banker B had to make out with a No. 3 
carrot and two milligrams of mouse bait! 
The policeman’s lot, it ain’t a ’appy one. 

3ut Uncle Sam does know the impor- 
tance of our industry and what is needed 
to keep it going. Loggers may get their 
differential rationing. Meanwhile rumor 
has it that the amendments intended to 
supplement unrationed but scarce food are 
working unevenly. Seems to depend upon 
the understanding and courage of local 
rationing boards. In some places the boys 
are getting enough to eat; but in others 
they’re just hoping. 


War Housing 


Commissioner Herbert Emmerich, of the 
FPHA, says that contracts for 92,000 
publicly financed housing units for wat 
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workers were placed during the first two 
months of this year. This is a record 
yolume; represents about sixteen percent 
of the total number of units started since 
the beginning of the housing emergency 
in the middle of 1940, 

Highly successful efforts have been made 
to shorten and simplify the process of let- 
ting contracts and to open the market to 
private contractors. The FPHA follows 
the policy of awarding contracts on a lump- 
sum competitive basis; awards no fixed-fee 
contracts except under emergency condi- 
tions. The agency has simplified the 
procedure for getting priorities on mate- 
rials for publicly financed war housing; 
and the assignment for AA-3 preference 
ratings to all war-housing construction has 
removed most of the uncertainties and 
delays that formerly hampered private 
contractors. Agency officials say that 
more than 90 percent—perhaps as much as 
99 percent—of war housing follows defi- 
nitely temporary plans; is intended to be 
demolished when the emergency is over. 
The idea is to conserve health and family 
privacy but not to make the units so “good” 
that there will be the temptation to let 
them stand and degenerate into slums. 


Farm Lumber Needs 


Minimum repairs and new buildings on 
U. S. farms are basic in meeting food pro- 
duction schedules. How serious the short- 
age of lumber for the purpose seems not 
iully understood by public officials. 

\ committee of three men; Glen R. 
Newton, Newton Lumber Co., Nevada, 
lowa, Hollis G. Hansen, Hansen Lumber 
Co., Galesburg, DJL, and Ward Lucas, 
Hayes-Lucas Lumber Co., Winona, Minn. ; 
have been in Washington, presenting def- 
inite figures to the agencies. Their surveys 
covered seven big farm states: Illinois, 
lowa, Minnesota, Nebraska, the Dakotas 
and Wisconsin; have been carefully proj- 
ected to cover farm needs of the whole 
country. 


Representative Figures 


Agricultural yard inventories as of Feb. 
| were about 40 percent of normal; are 
estimated to have shrunk since that time 
to roughly 20 percent of normal. Useful- 
ness of such inventories is further reduced 
by lack of balance between boards and 
dimension. Inch lumber as of Feb. 1, in 
these agricultural yards, amounted to about 
one-seventh the stock in the same yards 
m 1941, 

The committee, in its survey of more 
than 12,000 farms, assembled minimum 
needs for repair and new construction; 
then divided the total in half; found that 
these discounted requirements amounted to 
nine or ten times the yard inventories in 
these farming areas. 

Using its heavily discounted figures, the 
committee estimates that American farms 
this year will need roughly three billion 
leet of lumber for repairs and four and a 
half billion feet for new building. To 
meet this total of seven and a half billion 
leet, the government is making a tenta- 
tive allowance of two and a half billion 
Teet. 

The committee admits frankly that seven 
and a half billion feet of stock can't be 
spared this year for farms. It makes a 
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number of recommendations; especially 
that emphasis be placed on repairs rather 
than new buildings. It suggests the sale 
of Federal surplus stocks at cantonments 
and war plants, freeing idle stocks at 
“stockpile” yards, production of more inch 
boards, immediate wrecking of plants no 
longer needed and use of the materials, 
use of more insulating board for muni- 
tions crates where the skeleton takes the 
weight. It also suggested definite meth- 
ods for allocation of agricultural lumber. 

Secretary Northup, of the NRLDA, has 
been working with the committee members, 
in meeting OPA, WPB, USDA and En- 
gineer officers, here in Washington. At 
this writing the conferences still continue. 
Probable that allowance of farm lumber 
will be increased; but by how much does 
not yet appear. These lumbermen have 
been careful and restrained in their argu- 
ments; ask only the share of available 
lumber that the importance of the food 
program warrants. 


Log Prices 


The OPA has issued Maximum Price 
Regulation No. 348 (Logs and Bolts), ef- 
fective April 23, for the announced purpose 
of checking “runaway price advances” in 
the log market. 

The OPA states that since last fall 
practically all unregulated log prices have 
advanced; some of them by as much as 
125 percent. MPR 348 applies to most 
logs and bolts not previously regulated; 
brings them under a single control reflect- 
ing September-October, 1942, price levels. 
The agency states that this action was 
taken to end a “serious threat” to all lum- 
ber and lumber products price structures. 

The announcement implies at least that 
in due time a system of dollar-and-cents 
price ceilings will be worked out; state, 
however, that this will take time and labor. 
“Tt is obvious,” the release states, “that 
the method of scaling and grading logs and 
bolts varies so widely between geograph- 
ical areas, the character and quality of 
timber is so far from uniform, and cus- 
tomary price differentials between regions 
are so numerous, that the preparation of 
specific prices based on uniform grading 
and scaling rules could not be accomplished 
within a reasonable time.” To get prompt 
action, this formula, based in general upon 
the principles followed in setting up 
GMPR, has been issued. 


The Pricing Formula 


“The regulation,” so the official release 
states, “requires each buying plant to figure 
the average price paid by it during Sep- 
tember and October, 1942, for each species 
and grade of logs and bolts purchased. The 
average price includes the charges paid for 
hauling logs by trucks, rail, barge, boat or 
any other method and in effect is an aver- 
age price for logs of a particular species 
and grade delivered by any method to the 
buying plant. If the buying plant bought 
‘woods run’, it may use its average ‘woods 
run’ price during the base period if it now 
buys on the same ‘wood run’ basis.” 


Note one highly important difference 
between this regulation and “General 
Max”. MPR 348 sets prices on the aver- 


age and not on the highest prices paid 
during the basing period. 


Specific Ceilings 

The regulation does, however, permit 
the setting up of a formula for dollars-and- 
cents prices in a specific area. Four or 
more plants, operating in an area of not 
less than 400 square miles, may petition 
the OPA for these specific ceilings. If 
the petition is granted it will establish 
dollars-and-cents ceilings and will specify 
uniform grading and scaling rules. The 
petition must contain a description of the 
exact boundaries of the area, together with 
a statement of reasons why this constitutes 
a market area suited to a single pricing 
system; copies of the notices of maximum 
prices of the petitioning plants; a proposal 
of uniform grades and specifications, uni- 
form scaling rules, and a proposed ceiling 
price system; and evidence that the pro- 
posed prices will not cause diversion of 
logs away from buying plants elsewhere. 


Reasons for the Order 


In addition to factors already men- 
tioned, especially the threat of rising log 
prices to lumber ceiling price structures, 
the OPA mentions a few facts that throw 
light upon the difficulties that hound all 
price control. In so-called normal times, 
price fluctuations are governed by demand 
and operate to attract labor and increased 
production to high-price areas. But with 
enormous demand, governed by interme- 
diate or end-product price regulations, the 
“laws” of economics have acted in unex- 
pected ways. The OPA says that high 
logging prices have not drawn men back 
to the woods and have not encouraged 
logging contractors to increase production. 
They have rather inspired stumpage specu- 
lators to hold their trees off the market 
for further price advances. Logging con- 
tractors were discouraged by the fact that 
higher prices decreased their earnings and 
benefitted only the stumpage owner. Other 
factors entered the picture. Much bad 
weather hindered the cut and induced log- 
gers to seek work in distant war-produc- 
tion plants. Many producers, sure there 
would be a big demand for lumber in the 
post-war period, were not too anxious to 
cut their holdings to pieces now; antici- 
pated a time when the removal of ceilings 
would increase their returns. But, perhaps 
most important, was the narrowing margin 
between log prices and lumber prices. 

Too early, at this writing, to get much 
expression of opinion from the industry 
about the probable effect of the regulation. 
Government men in general, however, hold 
that higher prices no longer stimulate 
production. But this statement must be 
understood; is not simple. Certainly no 
producer in any field will be inspired to 
full effort if he expects narrow profits or 
even losses. But, having been burned re- 
peatedly, he does not accept high prices 
in themselves as assurance of adequate 
profit; may find producing costs still 
higher. May also find markets uncertain; 
wants assurance of supplies, labor and 
equipment. This complicated kind of pat- 
tern, rather than the dollars-and-cents 
level of parity prices, injects uncertainty 
into the farm program. 

The OPA hoped that lumber-price regu- 
lation, that is, regulation of the end prod- 
uct, would serve to govern log prices. 
Apparently it has not done so. 
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WALLS OF SUNSHINE 


for the 1[94X HOME 
with ANDERSEN 


COMPLETE DOWINDOW UNITS 


DESIGNED to catch the sun... to bring life to wall areas... 
to add warmth and livability—that will be part of the function 
of Andersen Complete Wood Window Units in the 194X home. 

But equally important will be Andersen Complete Window 
Units designed as a functional part of the entire structure. For as 
window areas increase, so it becomes increasingly important to 
fill those areas with window units of sound design and wide 
adaptability. To the architect or builder who is today engaged 
in war work, but who is looking forward to the time when 
normal practice is resumed, Andersen makes this assurance: 
though designs may change and innovations develop, Andersen 
Complete Wood Window Units will, as always, be designed to 


meet the exacting requirements of the building profession. 


Sold through regular millwork channels. See Sweet’s Catalog 
or write to address below for details. 


BAYPORT, MINNESOTA 
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ONLY THE RICH CAN 
AFFORD POOR WINDOWS 











Post War Planning 


“A very practical aspect of postwar 
planning is preparation now of working 
drawings and specifications for essential 
projects,” stated J. W. Follin, Managing 
Director of The Producers’ Council, in 
releasing a letter from The Council to the 
U. S. Chamber of Commerce proposing 
that the Chamber make a policy pronounce- 
ment on this subject at its annual meeting. 

“Contrary to the impression that may 
be created by the recent postwar recom- 
mendations of the National Resources 
Planning Board, this advance planning is 
important to all business and industry, not 
just to Government alone. Public works 
are greatly essential both to urban and 
rural living and to support expansion pro- 
grams of industry and commerce, but nor- 
mally public works constitute only about 
30 percent of the total construction pro- 
gram. Hence it is more important that 
all branches of business and_ industry 
should utilize architectural and engineer- 
ing service, which is now available, to plan 
essential construction projects that can be 
undertaken immediately upon the cessation 
of hostilities. 

“There is substantial basis for predict- 
ing that the total immediate requirements 
for construction following the war, may 
overtax construction facilities and the sup- 
ply of essential materials and equipment. 
The farsighted industrialist, businessman 
and housing developer can reap decided 
advantage from being ready to proceed 
promptly when the present Government 
ban on civilian construction is removed. 

“At the same time, the farsighted Gov- 
ernmental agency should make necessary 
provision now for utilizing the services of 
available architectural and engineering or- 
ganizations. In most cases this requires 
specific appropriations. State legislatures 
now in session should provide funds both 
for planning of state projects and to sup- 
plement and encourage municipal planning. 
It is unnecessary for Governmental agen- 
cies to increase their regular staffs as thou- 
sands of architectural and engineering 
firms are available. If the experience of 
New York State and New York City is 
applicable, these private organizations will 
be quite willing to enter into contracts on 
a basis very advantageous to the public 
jurisdictions.” 

In proposing to the U. S. Chamber that 
it urge advance preparation of construction 
blueprints as a national policy, The Pro- 
ducers’ Council based its proposal on three 
premises: 

1. There will be a definite need for con- 
struction of all kinds. 

2. The necessary design facilities—the 
services of architects and engineers—are 
now available and will not be so readily 
available when the war ends and users of 
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construction all make a demand upon these 
services. 

3. Contracts should be awarded imme- 
diately upon the cessation of hostilities, and 
can be if working drawings and _ specifica- 
tions are available. 

The Council's letter stresses the fact that 
this large construction program will pro- 
vide immediate employment for all con- 
struction workers to be released from the 
armed services and war industries—but also 
for additional workers from the general 
labor suply. The Council makes it clear 
that it is not proposing the so-called public 
works approach to unemployment relief. 
But it is obvious, if essential public works 
projects are planned and ready for con- 
tract, there will be no reason for any in- 
discriminate program of work relief proj- 
ects or establishment of another WPA. 


Building Savings Up 


People put more money into savings, 
building and loan associations in January 
than in any month for two years and at 
the same time bought the second largest 
dollar volume of war bonds from these in- 
stitutions they have ever bought in any one 
month, 

The intake from savers and investors 
was $177,138,000 and the sale of govern- 
ment bonds was $36,518,000. Increase in 
new savings over January 1942 was 4.3 per- 
cent. Increase in dollar volume of war 
bonds sold was 25 percent as compared 
with January a year ago, and the total was 
just 2.3 percent under December, the record 
month of association bond sales. 

January made the eighth successive 
month in which the inflow of money into 
the associations surpassed that of the same 
month in the preceding year. It also sus- 
tained a trend, continuous since last May, 
of a smaller dollar volume of money with- 
drawn than in the comparable month of the 
year before. 


Home Purchase Loans 


Continuing into 1943 the past year’s 
heavy outflow of money into home pur- 
chase loans, the savings, building and loan 
associations disbursed in January $32,850,- 
000 to help people buy homes. This is the 
report of the United States Savings and 
Loan League which says that it was the 
largest amount loaned for home purchase 
in any January of the past fourteen years, 
with the exception of 1942. The figure is 
three percent under that for the same 
month last year. 

Such loans represented 56.73 percent of 
the total loan volume of thrift and home 
financing institutions in the first month of 
the new year, as compared with 42.91 per- 
cent used for this purpose in January, 1942. 

Loans for all purposes totalled $57,856,- 


000, according to Ralph H. Cake, Port- 
land, Oregon, president of the League. The 
fall-off from January a year ago was 27.2 
percent in the total disbursement, largely 
accounted for by the cutting of construc- 
tion loan volume by wartime restrictions 
on home building. A year ago 28.66 per- 
cent of all lending done by these institu- 
tions was for new building, and this year 
12.4 percent. 

Nevertheless the associations made $7,- 
173,000 worth of loans for the construction 
of new war housing in January. This con- 
tinued contribution of the savings and loan 
institutions to the financing of new per- 
manent housing in areas where wartime 
population expansion demands it has raised 
to $132,246,000 the advances they have 
made for war housing since new building 
was restricted to this type of construction. 

In January the association also loaned 
$1,667,000 for remodeling of houses so that 
additional units could be provided without 
new building to take care of many of the 
war workers and their families. This added 
to their previous nine months’ remodeling 
advances meant that $33,487,000 had been 
advanced since the building restrictions 
went on, to make older housing available 
for more units. 

Analysis of January loans and purposes 
for which they were granted and percent- 
age for each purpose follows: 

Estimated 


Loans 
Made by 
All Ass’ns. 
in the % of 
Purpose es Total 
Construction ......$ 7,173,000 12.4 
Repair and 
modernization 1,667,000 2.88 
Home Purchase.... 32,820,000 56.73 
Refinancing ....... 11,408,000 19.72 
Other Purposes 4,788,000 8.27 
MAE Socosis ewe $57,856,000 100.00 


February Construction 


The valuation of total construction con- 
tracts awarded in the 37 eastern states ag- 
gregated $93,517,000 during the short 
month of February, according to the F. W. 
Dodge Corporation. This compares with 
$350,661,000 in the previous month and 
$433,557,000 for February 1942. Con- 
struction for public ownership represented 
92 percent of the total for the month. 

Non-residential building, which includes 
manufacturing buildings, had a total valu- 
ation of $187,242,000 in February. Thus 
is 22 percent above January and 10 percent 
above February a year ago. The valuation 
of contracts awarded for residential build- 
ing, however, was below both the previous 
month and the same month last year by 16 
and 44 percent, respectively. 
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Hs a profitable as well as a pattri- 
otic duty. The wartime responsibility 
for keeping America’s roofs in shipshape 
condition . . . shared by roofers and build- 
ing material dealers alike. 


Even during normal times, maintenance 
and repair work provides a major market 
for building materials. 


And under existing regulations, mate- 
tials have been made available for main- 
tenance and repair “necessary to keep a 
structure in sound working condition.” 


For the important task of re-roofing, 
Flintkote offers a time-proved line of asphalt 
shingles, roll roofing and Cold Process 
built-up roof materials. Flintkote dealers 
can supply the best type of roofing for resi- 

ential and commercial buildings as well 


MAINTENANCE 











as asphalt and asbestos sidings, wallboard 
and insulation. 


Home owners who want long-wearing, 
fire-resistant shingles of distinguished ap- 
pearance prefer Flintkote Thikbuts. A 
double coating of asphalt and mineral sur- 
facing on the weather end makes Thikbuts 
a most economical investment. 


Flintkote distributors also offer the 
popular Hexagon Strip, Dutch Lap and 
Flintlock shingles . . . all with the Class C 
Underwriters’ label. 


You can depend upon Flintkote’s re- 
search and 40-year roofing experience. And 
you can call upon our strategically located 
warehouse stocks to help you speed this 
No. 1 job. The Flintkote Company, 30 
Rockefeller Plaza, New York, N. Y. 
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Branches of: Atlanta » Boston ¢ Chicago Heights + Detroit 
East Rutherford. « Los Angeles ¢ New Orleans + Waco 


FLINTKOTE Roofing... Siding... Insulation 
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75 PERCENT WOOD fibre building 
material developed over a 10 year period 
to the point where it is said by its 
inventor to “combine all of the qualities 

of all other materials used in construction” 
is being offered for production to members 
of the lumber industry. The material is 
known as “Fibercrete”’ and its potential 
uses are of tremendous scope. The process 
of manufacture makes complete use of a 
log without waste. 

Some of the properties of “Fibercrete” 
are described in this official statement re- 
leased by U. S. McMillan, inventor of the 
material. 

* * K 

“libercrete” is a composition mixture of 
75 percent natural raw wood fibre and 25 
percent of Portland cement which is made 
an integral part of the wood by a patented 
No chemicals or pretreatment of 
the wood are used. 


process. 






Machine used to process the green log into the special 
fibres which go into ''Fibercrete." The other photo shows 
the heart of this machine which is composed of needles, 
and not knives. The inventor is careful to point out that 
the logs are not shredded but submitted to a yielding, 
carding action which produces a fine degree of separation 
and at the same time preserves the natural integrity of the 


fibres produced. 


“The natural raw dehydrated wood fibre 
is water repellent after the organic sub- 
stances in the wood have been transformed 
by oxidation into what is called, but not 
yet authoritatively defined as lignin. It is 
definitely known, however, that this so- 
called lignin is not soluble in water—even 
at the boiling point. 

“The natural raw wood fibre aggregate 
is prepared by subjecting the solid green 
wood fresh off the stump to a yielding card- 
ing action in line with the length of the 
fibres of the same which causes a fine 
degree of separation and at the same time 
preserves their natural integrity. This dis- 
tinctive mechanical action opens up the 
water cells, voids and interstices and these 
finely separated, roughly serrated and 
frayed strands of fibre bundles readily yield 
in the dry state to the impregnation of 
Portland cement and/or any other finely 
ground inorganic substance. When plain 
water is added to the cement-impregnated- 
fibers a mortar mix of the desired con- 
sistency is made which can be applied in 
the same manner as concrete, gypsum plas- 
ter or stucco to set and harden into a 
stone-like substance which is _ fireproof, 
water-proof, oil and acid proof, frost-proof, 
rot-proof, termite-proof, rat-proof, sound- 
proof, shock-proof—will not shatter, spall 
nor crack—even when alternately subjected 
to intense heat and cold. It is incendiary- 
bomb proof, will stop the impact of bullets 
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or high-powered projectile. 

“Fibercrete” is self-reinforcing; takes up 
its Own expansion and contraction, weighs 
no more than hardwood, and after being 
precast into log squares can be resawn 
into lumber the same as wood. It can be 
precast cr prefabricated into any form in 
a mold the same as any other plastic. It 
serves not only as a substitute for steel but 
will reinforce and insulate steel. Some of 
the physical values which have been veri- 
fied by the U. S. Bureau of Standards are 
as follows: 

Compression strength in lbs. per sq. 

NO Soi cesctii'a santa Sener ciarsics icon 3000 

Modulus of rupture (tensile) per sq. 


Rs Oper AP re ere cane 1000 
Resistance to wear (abrasion) hard- 

Ri cas cu wea vensuimanwenes ee eee 10,2 
Surface coefficient saturation........ 0.17 
Total absorption after being sub- 

merged in cold water 24 hours..... 3% 


Insulation K. value per inch per sq. 

ft. per degree of F. Retains this 

efficiency exposed to the weather.. 0.32 

“The mechanical process which dissects 
the tree into fibre makes available certain 
non-commercial woods not used for lum- 
ber, substantially all other species—with- 
out waste, all of the tree both large and 
small being utilized and thereby conserves 
timber.” 





* * * 


The low water absorption figure and 


high thermal and sound insulation values 
are due principally to the fact that when 
cast and hardened “Fibercrete” is in reality 
a composition of millions of microscopic 


absolutely sealed air cells. Only those cells 
on the immediate surface are open. It can 
be nailed into place, it can be sawn with 
a hand saw, it can be poured into forms 
and will retain that shape indefinitely. 
Because of its extraordinary strength and 
resistance to explosion the U. S. Army and 
Navy have tested it extensively for mili- 
tary uses and reported favorably upon it. 
Because it can be cast into square “logs” 
and put through a sawmill and sawed into 
planks and timbers (down to one-half inch 
in thickness) the Federal Trade Commis- 
sion has ruled that is officially “lumber,” 
and if this is the case, it is in essence fire- 
proof lumber. One cord of wood will cut 
into 6000 feet board measure of “Fiber- 
crete” planks where under usual conditions 
it would make only 750 feet board meas- 
ure of lumber. Other official approval has 
come from the National Housing Authority 
The material to be sold commercially 
would be shipped as a grey powdered mix- 
ture in which can be seen shreds of wood 
fibre. The addition of water in accordance 
with instructions is the only step to the 
preparation of the substance which is to 


(Continued on Page 68) 
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ADVERTISING is a salesman... calling on customers ... waking up 
prospects. This spring... at the height of the freshen-up season... 
we are adding to your staff millions of “salesmen” in the form of 
advertisements to help you sell the fast-moving specialty, Dehydray, 
and the famous Devoe 2-Coat System of house painting. 

They are good salesmen — these colorful, interesting, selling adver- 
tisements in American Home, Better Homes & Gardens, House Beautiful, 
House & Garden, and Successful Farming. They are calling on the home- 
loving people who are your neighbors . . . selling them Devoe . . . selling 
your services as the leading paint dealer in your community. 

Displays in your store... tied in with this advertising ... make it 
work right at the point of sale... converting desire into decision... 
impressions into sales. So. . . make this national advertising work J/ocally 
by identifying yourself with it... letting people know that your store 
is headquarters for Devoe. 


In Institutional and Industrial Fields, too, we’re advertising Devoe products 
for maintenance of factories, schools and hospitals ... reaching buyers 
and key executives right in your community through Modern Industry, 
Factory Management and Maintenance, Textile World, Nation’s Schools, 
and Modern Hospital. Here is big volume business . . . sponsored for you 
... Waiting for you to make the sale. 


A DEVOE Franchise is a valuable asset. They are still available in some com- 
munities. It will pay you to write us for complete details — today. “People who 
know — handle Devoe.” 


DEVOE & RAYNOLDS 


The 189th Year of the Oldest Paint Maker in 
NEW YORK CHICAGO 


America 














Lats from Our Posthox 


Where the Reader is the Writer 





Finance Plan 


Gentlemen: 


I note your article in the March 6th 
issue of the LuMBERMAN regarding plan 
of financing of homes in the future. The 
question you bring up, will there be de- 
vised a new plan of financing which will 
be more practical and more workable than 
anything we have had in the past. 

[ agree that this has been the bottlenéck 
in home ownership and has held back home 
construction in the past and will continue 
to do so, if a new plan is not found. 
Building material dealers as well as the 
government must begin now to plan for the 
post-war period. 

In your issue of April 20, 1940, and 
May 4th, 1940, I wrote an article entitled, 
“Purchase a Home on the Same Plan as a 
Car.” The points I brought out in these 
articles were that the general rules govern- 
ing the sale of cars could be applied to 
homes and since homes are better security 
should outsell cars. Another thing we have 
been shown by the car dealers is, you can 
make sales to most everybody for cars are 
owned and driven by everybody, the largest 
number of which are purchased on time 
payments. I do not know of a single rea- 
son which could be given, why a person in 
position to do so should not buy or build 
a home, so it really looks to me like the 
building material dealers have not made the 
most of their opportunity to market homes. 

We have learned from FHA that really 
what made that plan a success was the 
guarantee mortgage feature. All the other 
features were of minor consideration. When 
they signed the guarantee of payment for 
the home owner every bank, building and 
loan and insurance company were made 
available to him for the money. FDIC 
made possible the success of the banks, 
when they were opened after the closing 
in 1932 by guarantee of the deposits for 
the bankers. Had it not been for this the 
banks would have had hard going. What 
I learn from this is that the guarantee 
feature is the thing that turned the trick. 
That being the case, all we want is to 
make possible the guarantee of the home 
owner’s mortgage and our home financing 
problem will be solved. 

FHA having so many things about its 
setup which are not practical for all sec- 
tions and it may not live much longer, I 
think this an opportune time to organize 
a guaranty mortgage company. This to be 
owned by the building material dealers. 
The capital to be held intact and to be 
sufficient for a concern of this kind. The 
capital to be subscribed by the building 
material dealers. It would not require but 
a little capital from most of the dealers, 
to make the company strong enough fin- 
ancially for its purpose. It to have rules 
and regulations governing loans, but to be 
more practical and workable than FHA 
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has ever been, with all its red tape. This 
company could be controlled by lending 
rules which would be so practical that all 
places could secure loans pertaining to 
their needs. The resources of the banks 
and lending concerns in every locality 
would then be lending agents and the 
source of lending funds would be almost 
unlimited. This plan will assure the home 
owner his loan, keep the dealers out of the 
financing business and let the loaning con- 
cerns who have the money make the loans, 
and since they are guaranteed, they will 
make long term home loans and are glad 
to get them. 

This, to my way of thinking, is the 
easiest way to get the money to the people 
who want it without raising a large amount 
of capital, such as the other finance con- 
cerns have done. When I think of the real 
asset a home is to the owner and the com- 
munity and how hard it is to finance it and 
how easy to finance a car, I wonder what 
is wrong. Everything frivolous can be pur- 
chased on easy terms and anybody can pur- 
chase them. 


I cannot conceive of any plan which 
would require as little effort and capital 
on the part of the building material dealers 
to eyercome the bottleneck in building and 
put home building and ownership on mass 
production. I submit same for your consid- 
eration and to enter into a discussion which 
I hope will solve the post-war home financ- 
ing. 

C. R. Crow. 
Potosi, Mo. 


62,469 Feet in Car 


Gentlemen : 

We wish to enter the contest. We note on 
Page 42 of your issue of March 20th some 
correspondence from your readers regard- 
ing large cars of lumber shipped. 

We had a car on February 27th, car 
ATSF 150829 which contained 62,469 feet 
of 2x4 R/L No. 1 White Spruce, dressed 
four sides, standard. Tally as follows: 

3,306’ — 10’ 
6,952’ — 12’ 
1,801’ — 14’ 
50,410’ — 16’ 

This may not be the record but it should 
be in the money. 

Dwight Hinckley. 
Cincinnati, Ohio. 


Improved A. L. 


Gentlemen : 
Would just like to say that I have seen 
a wonderful improvement in the editing 
and makeup of AMERICAN LUMBERMAN 
during the past year. 
Grant B. Shipley. 
Pittsburgh, Pa. 


SALVAGE 
Check Your Lumber Needs 


Write to the Salvage Editor, American 
Lumberman, 431 So. Dearborn St., Chi- 
cago, Ill., for further information about 
any of the following items. Please men- 
tion the number of the items in which you 
are interested. 


Available 
49. 


One carload walnut squares, 24x 
2%x22 inches, steamed and ends 
coated. Approximately 8000 available 
for immediate shipment. 


50. 


We are in a position to furnish 
material for boxes about 12 inches 
wide by 8% inches high and 15 inches 
long inside with T&G matched mater- 
ial in basswood, butternut, poplar and 
white pine. Also have 500 bundles of 
50 to the bundle ef strips about 4x 
1% inches by 1134 inches long; both 
soft and hardwood. 


Wanted 
51. 


Can use considerable quantity of 
Y% Fir Plywood strips 1 inch wide, 
from 20 to 30 inches long. The strips 
can be 1 ingh wide, as aforestated, or 
in multiples of 1 inch allowing 1% inch 
for each saw cut. 


52. 


\Ve are in need of the following 
in a good grade of birch, all S45. 
10,000 pieces 5/16x13@ inches by six 
feet long. 1000 pieces 13/16x1% 
inches by six feet long. 1750 pieces 
13/16x3'% inches by three feet long. 


53. 


Needs a source of utility shiplap or 
No. 3 pine lumber from the Minne- 
apolis market, L.C.L. Has an AA-4 
priority. 


54. 
Want 1 car %x4 or 34x42 feet 


to 8 feet or longer, any grade or kind, 
softwood flooring. 


55. 


Want 1x4 inch Crating Lumber, in 
ANY wood, either green or dry. Can 
use shorts but nothing under 3 feet. 
Urgently needed in earload lots and 
can give AA-1 rating for it. 
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The TECO Ring 
Connector spreads 
the load on a tim- 
ber joint over prac- 
tically the entire 
cross-section of the 
wood ... brings 
the full structural 
strength of lumber 


into play. 


2! 4X 
ends 
lable 


| Di A 

Pa 

‘ > . = iA 

aches 1 ~ a # aig ».* at a 
iches ; > 4.” A ex ° \ ‘ Sd 
ater- °, “e “gr es tl Aan, tl 


r and 4 : m4 Ae or. awry. 
ew. 


ot 7 


es of 


4X , Cate te ee 
Y j SP WA - ae 2 Se gem min Ae, 
both ; : CL ae sae ae og UOTE tag » “3 
! - os a" P ogee es inj "ay p ; 


< may VAN; OUR NAVY BUILDS 
| ees? WYN WORLD'S GREATEST 
Pati Ni} TIMBER STRUCTURE 


wing 
S4S. 
yy SIX 
x | Y) 
pieces 


long. 


ap or 
inne- 


New Navy Blimp Hangar, 1000 feet long; 153 feet high; 
clear-span roof 237 feet. Timber treated for fire resistance 
according to Federal specifications. Trusses prefabri- 
cated by Timber Structures, Inc., Portland, Oregon. 


TIMBER 
ENGINEERING COMPANY 


NATIONAL MANUFACTURERS OF TECO TIMBER CONNECTORS AND TOOLS 
WASHINGTON, D. C. PORTLAND, OREGON 


April 3, 1943 


mammoth blimp hangar was made possible by 


TECO CONNECTOR ENGINEERING 


Two announcements of the widest 
import to American engineering have 
just come out of Washington. 


The U. S. Navy has announced 
that a giant blimp hangar, engi- 
neered entirely in timber, is nearing 
completion “somewhere in the conti- 
nental United States.” 


The War Production Board has 
announced that “such a _ structure 
could not have been built of wood 
by ordinary methods without the use 
of timber connectors . . . The steel 
ring timber connector, which is used 
to increase the strength of joints in 
wood construction, saved more than 
400,000 tons of steel for essential 
war production in 1942.“ WPB added 
that 2,050 tons of structural steel will 
be saved in this hangar alone. 


In erecting this vast, multiple-truss 
assembly, Navy engineers have ac- 
complished a notable achievement in 
modern timber connector engineer- 
ing. The hangar is the lafest of 
scores of large Navy, Army, and 
Maritime Commission projects built 
with Teco timber connectors under 
the revolutionary Teco system of 
tmmber engineering. It is one of over 
100,000 heavy-duty structures, of 
over 600 types, built under the Teco 
connector system in the past few 
years. They include clear-span fac- 
tories, bridges and trestles, towers, 
tanks, warehouses, docks, shipyards, 
and many others. 


Write today for our FREE Refer- 
ence Book for engineers and archi- 
tects showing 45 “Typical Designs 
of Timber Structures.” 
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Philadelphia Exchange 


Ralph Souder, Jr., of Hallowell & Souder, 
was elected president of the Lumbermen’s 
Exchange of the City of Philadelphia 
(Pa.) at its fifty-seventh annual meeting 
in that city on March 11. He succeeds 
Ernest A. Heaton of Lumber & Millwork 
Co., of Philadelphia. J. Norman Riley 
was chosen vice president and Charles F. 
Kreamer, Kreamer Lumber Co., was re- 
elected treasurer. Four directors were 
elected as follows: Aubin B. Wright, 
Watson Malone, J. Walter Keely, and 
William J. Collins. W. D. D. Smith is 
secretary of the exchange. The annual 
dinner followed the election. 


Lumber Manufacturers 


National Lumber Manufacturers Associ- 
ation met in Chicago, March 29 to April 1 
for a series of committee and board con- 
ferences on industry problems. The meet- 
ing was exclusively for business, and the 
program included neither speeches nor en- 
tertainment. Among the important subjects 
discussed were forest policy, forestry pro- 
grams, industry relations with Forest Serv- 
ice and the public, plans for expanded 
products development and research, and 
war production of lumber and timber prod- 
ucts. Besides the board of directors of 
TECO, the association executive committee, 
forest conservation committee and advisory 
committee met separately and jointly sev- 
eral times. 


Michigan Traveling Salesmen 

The Michigan Association of Traveling 
Lumber & Sash Door Salesmen at its re- 
cent annual meeting elected the following 
officers: President—Charles Tredick; vice 
president—Nick Martin; directors—Dick 
Ashton, Whitney Buck, Norval Smith, 
Virge Leech, Spence Meilstrup, and Ed 
Molesworth. The association has about 
180 active members and 25 social members. 
A. C. Blixberg, Detroit, Mich., is secre- 
tary-treasurer. 


Hardwood Distributor Prices 


Peter Stone and other OPA officials inet 
with hardwood wholesale distribution yard 
owners and executives in Chicago on 
March 26 to present a proposed ceiling 
price schedule. A new classification, “serv- 
ice concentration yards” was proposed by 
OPA to differentiate the yards which OPA 
considers to be in competition with manu- 
facturers. Fourteen yards were specifically 
named in the new classification. On the 
assumption that their business is all carload 
lot sales the proposed ceiling formula for 
them allows an fob mill price for an item 
according to the applicable maximum price 
schedule for the item, plus inbound freight 
charge, plus a ten percent markup. No han- 
dling charge would be allowed. Freight to 
be figured from specified basing points to 
the consumer, not to the yard. 

Seven of the 14 yards designated as 
“service concentration yards” are located in 
3uffalo. Vigorous oposition to the classi- 
fication quickly developed, and it was con- 
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tended by Harry Crowell, Atlantic Lumber 
Co., Buffalo, that his and the other yards 
named in Buffalo were not competing with 
mills, that the only difference is that the 
Buffalo yards are larger. 

Mr. Stone agreed to meet representatives 
of such yards in the afternoon for further 


discussion. The meeting carried over until 
March 27. 
The proposed ceiling for distribution 


yards dealt only with oak, yellow poplar, 
gum and birch. The price formula is pred- 
icated on basing points with various han- 
dling and treating allowances. 


New Brunswick Retailers 
Hold Annual 


The New Brunswick Retail Lumber 
Dealers Association held its annual meeting 
at Saint John, N. B., on March 19 and 20. 
A great deal of discussion was devoted to 
the impossible situation of retail lumber 
dealers in Canada today. The dealers are 
operating under a retail price ceiling fixed 
a long time ago, since which time lumber 
manufacturers have been granted several 
substantial price increases. This situation 
is being taken up by dealers in all parts 
of Canada and urgent representations are 
being made to the Timber Controller and 
the Wartime Prices and Trade Board to 
remedy the matter. 

C. S. Christie, Jr., of Christie Wood- 
working Co., Ltd., Saint John, N. B., was 
elected president of the New Brunswick 
association for the current year, and R. S. 
Cumming, Amherst, N. S., was appointed 
secretary. 


Change in Florida Program 


The Victory Conference of the Florida 
Lumber & Millwork Association will be 
held in the George Washington Hotel, 
Jacksonville, on April 8, instead of the 
Mayflower Hotel as originally planned. 
Business sessions will begin at 9:30 a. m., 
with the feature of the meeting scheduled 
for 1:30 p. m. when Bill Power will give 
his talk on “Step Out and Sell,” and to 
which the lumbermen are privileged to 
invite their friends. Due to war conditions, 
it was necessary to cancel the luncheon 
meeting originally planned. 

The board of directors will meet at the 
Mayflower Hotel at 7 p. m. on Wednes- 
day, preceding the general meeting. 


South Dakota Re-elects Officers 


Re-election of all officers and two direc- 
tors of the South Dakota Retail Lumber- 
men’s Association was announced follow- 
ing a meeting of the board of directors in 
Sioux Falls, March 24. 

Officers re-elected are D. W. Goldth- 
waite, Yankton, president; C. J. Root, 
Madison, vice president; and Hiram G. 
Ross, Sioux Falls, secretary-treasurer. 

Serving another three years as directors 
will be W. M. Barton, Vermillion, and 
Clem Knecht, Rapid City. 

The group voted that the South Dakota 
association will hold group meetings in 


conjunction with the Northwestern Lum- 
bermen’s Association, Minneapolis. 

Next year’s state convention will be 
held in Sioux Falls, March 8 and 9. The 
1943 convention was cancelled because 
of wartime conditions. 


Northern California War 
Conference 


Geared to the current wartime pace, a 
one-day War Conference of the Lumber 
Merchants Association of Northern Cali- 
fornia, held in the Palace Hotel, San 
Francisco, Calif., March 27, drew an at- 
tendance of some 100 lumbermen, members 
of the association and a good representa- 
tion from the manufacturing and whole- 
sale fields. 

Traditional convention frills of enter- 
tainment, luncheons and dinners were con- 
spicuous by their absence. Following an 
early morning meeting of the board of di- 
rectors of the association, the first business 
session got under way at 10:00 a. m, 
President Ray Clotfelter, W. R. Spalding 
Lumber Co., Visalia, opened the morning 
session and introduced D. C. McGinness, 
director of Federal Housing Administra- 
tion, San Francisco, who spoke on the part 
the Federal Housing Administration has 
played in the war housing picture, dis- 
cussing the many problems and things to 
be contended with, such as material and 
labor shortages, priorities, etc. 

Lewis A. Godard, sales manager, Hobbs 
Wall Lumber Co., San Francisco, acted as 
moderator of the interesting and highly 
informative governmental regulations panel. 
Serving on the panel were James A. White- 
side, regional housing specialist, War Pro- 
duction Board; Alfred T. Twigg, price 
specialist, Office of Price Administration, 
and J. Roy Willhide, district manager, 
Office of Defense Transportation. These 
gentlemen answered questions previously 
submitted to the association, on the various 
regulations affecting the retailers. 

The afternoon session opened with a dis- 
cussion on “Merchandising” by W. C. Bell, 
secretary-manager of the Western Retail 
Lumbermen’s Association. Mr. Bell also 
acted as moderator on the commodities and 
merchandising panel that followed. Panel 
members were: E. P. Hoener, business 
manager, Western Building; Bernard L. 
Johnson, western editor, American Builder ; 
James E. Mackie, western manager, Na- 
tional Lumber Manufacturers’ Association, 
and Arthur W. Priaulx, West Coast Lum- 
bermen’s Association. As for the morning 
panel, questions submitted to these well 
qualified gentlemen had previously been 
sent in by members of the association. 

Following the panel discussion, W. W. 
Anderson, president, National Retail Lum- 
ber Dealers’ Association, talked on “What's 
Doing in Washington,” pointing out what 
the association has been doing in the in- 
terest of dealers. 

Current officers of the Lumber Mer- 
chants Association of Northern California 
are: Ray Clotfelter, president; F. Dean 
Prescott, Valley Lumber Co., Fresno, vice 
president; I. E. Horton, South City Lum- 
ber & Supply Co., South San Francisco, 
treasurer and Bernard B. Barber, Fresno, 
secretary. 
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PRE-DECORATED SHEETROCK 
GREEN BUFF —_ BLUE IVORY 


Available in 4 ready-painted pastel shades 
and 3 pre-decorated wood grain effects. 
Enameled nails to match each finish. 











KNOTTY PINE BLEACHED WALNUT 





0 Uriety 


OF USES 


WAR HOUSING 
PROJECTS 
REMODELING FOR 
HOMES, FACTORIES, 
OFFICES 
MODERNIZING FOR 
HOTELS, RESTAU- 
RANTS, THEATERS 
ARMY CANTONMENTS 
HEADQUARTERS 
OFFICES 
SUPPLY DEPOTS 
WAREHOUSES 
BARRACKS 
FARM HOME 
IMPROVEMENTS 
EXTRA ROOMS 
REPAIRING OLD WALLS 
REFINISHING 
KITCHENS 
AND MANY MORE 
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A “TWO-MAN JOB” IS DONE BY “ONE” 


Build and decorate . . . at the same time! 
One man does it with one wallboard... 
in one quick operation. That's the mod- 
ern miracle brought about by the United 
States Gypsum’s sensational new Pre- 
Decorated Sheetrock, available in four 
factory-painted pastel shades and three 
wood grain finishes. 

It’s a time-saver...a money-saver...a 
life-saver in bringing new business to deal- 
ers with an available material that fits into 
wartime building like a hand in a glove. 


You can offer quality construction. 


*Contractors report savings up to 25% over 
other types of wallboard. ; 


Fire protection. Savings as high as 25%* 
in cost over other types of wallboard. 
You have an answer to manpower short- 
age because one trade completes the 
work of two. 

As a result, millions of feet are going 
into vast present day building projects. 

Act now .. . get the facts . . . get this 
sensational new Pre-Decorated Sheetrock 
and get going on the biggest opportunity 
you have had in years for more housing. 
There’s millions of feet to be sold. Write 
for literature. 


UNITED STATES GYPSUM 


Us 





300 West Adams Street ¢ Chicago, Illinois 
This famous trademark identifies products of United States Gypsum Company 
—where for 40 years research bas developed better, safer building materials. 


WALLBOARD e INSULATION ¢ ROOFING e PAINT ¢ LATH e¢ PLASTER 
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Producing 
Douglas 
Fir 
Since 
1898 





HE Booth-Kelly organization 

is busy on the job, producing 
lumber for the Nation's needs. 
We're proud of the privilege. 
Proud, too, of the quality in every 
foot of this Booth-Kelly lumber 
that goes to meet the country’s 


lumber needs. 


Tough, strong and sturdy, Booth- 
Kelly Douglas Fir lumber is cut 
from our own old-growth, big- 
bodied timber, carefully sea- 
soned, painstakingly manu- 
factured. The Booth-Kelly name 
on every piece is a pledge of 
quality in the wood and in the 
manufacture. 


We are headquarters for Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


TWO MILLS—SPRINGFIELD & WENDLING, ORE. 


Bociliztell 
SLUMBER CO 









New Jersey Dealers Study Rulings 


The war conference and fifty-ninth an- 
nual meeting of the New Jersey Lumber- 
men’s Association was a one-day meeting 
at the Robert Treat 
Hotel in Newark 
on March 18. The 
400 dealers present 
re-elected the in- 
cumbent officers, 
who are: President 





G. E. DE NIKE 
Newark, N. J. 
Secretary 





G Hh. Dern, 
Bound Brook ; vice- 
president — N.S. 
Gentile, | Pompton 
Lakes; treasurer— 
H. H. Van Natta, Morris Plains; and sec- 
retary—G. E. De Nike, Newark. 

The convention spirit was quiet and seri- 
ous. Earnest discussions between members 
were noticeable, which might indicate that 
the dealers are heginning to feel the restric- 
tions of the times and are getting ready 
to do some hard thinking. The nineteen 
specialists which WPB has sent out to 
encourage small mills and closed plants 
to get into lumber production are produc- 
ing some action. 

President Dorn in his report said that 
the association has taken in many new 
members and is in a strong financial posi- 
tion. He looks for greater days ahead for 
the industry than any that have passed. 

Warren J. Lockwood, State FHA direc- 
tor, whose topic was “Current Building 
Restrictions and Future Prospects,” passed 
most of his time to Phil F. Henehan of 
his office, who said that the new priorities 
for new and conversion work in the sev- 
eral war work sections of New Jersey 
would be ready in a couple of weeks. The 
State FHA office feels that the conversion 
of houses from single to multiple dwellings 
is a better service to the community than 
new housing in districts where no public 
improvements or regular services are estabh- 
lished. These FHA officials also say that 
some builders are finding conversion work 
more profitable than new houses. FHA is 
anxious to help dealers get FHA backing 
on Title 1 conversion loans. 

L. M. Cassidy, vice president of Johns- 
Manville Sales Corp., gave one of the best 
talks at this meeting in which he outlined 
seventeen of the best fifty ideas developed 
by the Johns-Manville survey through its 
fourteen district offices. These are tested 
merchandising ideas which are being used 
by retail lumber dealers to make profits 
today. Included in these ideas are fabrica- 
tion by the dealer of restaurant booths and 
store equipment; conversion of dwellings 
to multiple units; selling a house “doctor- 
ing service’; becoming farm construction 
headquarters and specialists and fabricat- 
ing small farm buildings in the yards; cul- 
tivating the farm trade; selling insulation; 
selling asbestos and asphalt shingles for 
roofs and siding; selling the comfort lines 





—such as stokers, incinerators, storm sash, 
etc.; going into the seed and feed and fer- 
tilizers business; selling fencing, outdoor 
furniture, paints, and glass specialties. He 
said the dealer must survive to help the 
post-war building boom, and he predicted 
that there will be two or three times as 
many houses built in the ten years after 
the war as there were built in the ten 
yeares preceding the war. He thought there 
would be no radical change in houses nor 
any disturbance of present distribution 
channels. 

A symposium on “Operating Your Bus 
iness Under Government Regulations” 
took up most of the afternoon session, with 
questions being permitted after each 
speaker. H. R. Northup, secretary-mana- 
ger National Retail Lumber Dealers’ As- 
sociation, Washington, D. C., was to open 
these discussions, but because of illness 
could not attend the meeting. 

John A. McNulty, of the War Produc- 
tion Board, lauded the New Jersey asso- 
ciation and its secretary, G. E. De Nike 
in particular, for the intelligent way in 
which some of the difficult orders had been 
analyzed for association members. 

H. L. Wilson, speaking for OPA, said 
dealers should know order No. 251 in or- 
der to interpret it for their contractors. 

J. C. Turbett, of the Unitetd States De- 
partment of Labor, said it takes from seven 
days to seven weeks to get rulings on wage 
adjustments. 

Don Campbell, Lumber and Lumber 
Products Branch of the War Production 
Board, said lumber is in a more critical 
state than it was six months ago, and 
covered about the same subject as in his 
previous New York talks. 

Henry Eckstein, Lumber Branch, Office 
of Price Administration, expressed the 
hope that OPA would get help in setting 
up the new ceilings and said the question- 
naire covering these would be out soon. 

The convention’s inspirational speaker 
was Merryle Stanley Rukeyser, economist, 
commentator, author and journalist, con- 
nected with the Pennsylvania Lumbermen’s 
Mutual Fire Insurance Co., Philadelphia, 
Pa., whose topic was “War and Your Busi- 
ness.” 


Coming Conventions 


April 8—Florida Lumber & Millwork As- 
sociation, George Washington Hotel, 
Jacksonville, Fla. War Conference. 

April 12-13—Lumbermen’s Association of 
Texas, Plaza Hotel, San Antonio, Tex. 


April 12-13—National- American Whole- 
sale Lumber Association, Hotel Bilt- 
more, New York City, N. Y. Annual 
meeting of board of directors open to 
all members. 


April 13—Texas Line Yard Retail Lum- 
ber Dealers’ Association, San Antonio, 
Texas. Annual. 

April 22-23—Building Material Exhibi- 
tors Association, Sherman Hotel, Chi- 
cago. Annual. 

April 27— American Wood - Preservers’ 
Association, Palmer House, Chicago. 
Restricted wartime annual confined to 
reports and other urgent business. In 
order to eliminate intercity travel, all 
action will be submitted to members 
by mail. 

April 29—Southeast Missouri Retail Lum- 
ber Dealers Association, Marquette 
Hotel, Cape Girardeau, Mo. Annual. 
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Good Lumber for 55 Years 


Idaho White Pine 
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Backed by 
750 Million Feet 
Choice Douglas Fir 






Rosboro's modern, electrically driven plant has a long cut 
of beautiful Douglas Fir timber ahead to meet after-the-war 
demands. Equipment is complete—band headrig, pony 
band and band resaws, timber sizer, planing mill, power 
plant, dry kilns, storage sheds and loading docks. When 
peace comes we are confident we will be able to accumu- 
late an inventory which will enable us to give our valued 
patrons better service than we are able to do at this time. 


Rosboro Lumber Co. 
Springfield, Oregon 
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WE SPECIALIZE IN 
PONDEROSA PINE 


GOVERNMENT 
SHOOK 


OF ALL KINDS 


PONDEROSA PINE 
Lumber, Cut Stock. Mouldings 


Also industrial lumber and 
LADDER STOCK. Try us out 
on your next inquiry. 
Douglas Fir Red Cedar 


Hemlock Sitka Spruce 
PORT ORFORD CEDAR 


Pine Saw Mill -- Canby, Calif. 
Box Shook Factory -- Alturas, Calif. 
Moulding Factory--Klamath Falls, Ore. 


® 
ADDRESS ALL CORRESPONDENCE TO 


Ralph L.Smith 


Lumber Co. 


1635 Dierks Bldg., Kansas City, 





"PHONE VICTOR 4143 
Member of Western Pine Assn. 
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Ceiling Price on Logs and Bolts 


This regulation covers, under the term 
“logs and bolts,” all logs and bolts, how- 
ever, it specifically does not apply to West 
Coast logs, prime grade hardwood logs, 
Sequoia or California Redwood logs and 
bolts, pulpwood, firewood, posts, poles or 
piling. 

The highest price which any buying 
plant can pay for logs or bolts is the aver- 
age price which that buying plant paid 
during September and October 1942 for the 
same species and grade of logs or bolts. 
This ceiling price is also the highest price 
which any seller can charge for logs or 
bolts sold to this particular buying plant. 
The term “buying plant” means any saw- 
mill, veneer factory, stave mill, or any 
other operation which converts logs or 
bolts into finished or unfinished wood or 
chemical products, other than woodpulp or 
pulp products. If a company owns plants 
at more than one location, each plant shall 
be considered a separate buying plant. 

Each buying plant must use the same 
scaling and grading rules and practices 
which it used during September and Oc- 
tober 1942. A buying plant should consider 
only the species and the physical qualities 
of logs and bolts (such as length, diameter, 
and defects) which affected the prices the 
buying plant paid during September and 
October 1942. 

In figuring grades for logs of a kind 
which a buying plant did not purchase 
during September and October 1942, the 
buying plant should use the grades for 
these logs which the nearest competitive 
buying plant used during September and 
October 1942. 

The average price should be figured as 
follows: 

If, during September and October 1942, 
the buying plant bought logs or bolts of 
the species and grade for which it is fig- 
uring an average price, the buying plant 
should add up the total delivered cost of all 
logs or bolts of that grade and species pur- 
chased during the two months, and divide 


this total by the total footage of these logs 
or bolts. In figuring the total cost of these 
logs or bolts, the buying plant is to include 
any charges paid for transporting the logs 
or bolts to the plant. 

The average prices for September and 
October 1942 are the maximum prices for 
logs or bolts delivered by the seller to ihe 
buying plant. This means that the seller 
cannot add to the maximum prices any 
charge for hauling logs or bolts to the buy- 
ing plant. If the buying plant takes delivery 
of logs or bolts away from the plant, the 
maximum price must be reduced by the 
amount which it costs the buyer to bring 
the logs or bolts to the plant. 

Every buying plant must display in a 
manner plainly visible to, and understand- 
able by, log and bolt sellers, the maxi- 
mum prices permitted under this regula- 
tion. 

Any practice which gets the effect of a 
higher-than-ceiling price without actually 
raising the dollars-and-cents price is as 
much a violation of this regulation as an 
outright over-ceiling price. This applies to 
making use of commissions, services, trans- 
portation arrangements, premiums, special 
privileges, tying-agreements, trade under- 
standings and the like. 


MPR 94 Amended 

MPR 94 has been amended effective 
April 5 to include western pine and asso- 
ciated species produced in South Dakota, 
Wyoming, Colorado, Utah, Nevada, Ari- 
zona and New Mexico. Heretofore mills in 
only seven States were included in the 
price schedule of MPR 94. Major changes 
include deducting two dollars for No. 1 
and lower grade of green common and 
dimension from the ceilings for dry lum- 
ber of the same grade; deduction of $1.50 
for box lumber. Deduction of 10 percent 
for computing the price of green lumber in 
other grades is provided. 








Diamond Match Co., recently placed in operation a battery of Moore Cross-Circulation 
Kilns at its Albeni Falls, Idaho, plant, where it produces Idaho white pine, ponderosa pine, 
fir and larch, Engelmann spruce, white fir and hemlock, also inland empire red cedar. 
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PATENT INSERTED TOOTH GROOVER FIRTHITE TIPPED SAW FIRTHITE TIPPED SAW 
Firthite Tipped Inserts Inserted Type, for Wood Solid Type, for Wood 


LONG-LIVED SAWS FOR LONG-RUN ECONOMY 


Firthite Tipped Saws made by Huther Bros. Saw Mfg. Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 


Co. are made to stand hard service and are, there- Huther Bros. have long taken special pride in the 
fore, long-lived Saws insuring long-run economy to the quality of their manufacture, and the service and 
user. These saws are used for cutting hard Masonite, satisfaction all Huther Bros. saws give the customer. 


Write for Huther Bros. Catalog No. 60 


HUTHER BROS. SAW MFG. CO., Rochester, New York 

















with our buddies at the 


Our two big mills are producing in stride with 
the war tempo to keep pace with the essential 
lumber needs of the nations at war. 

And we're in stride on quality, too. Modern war- 
fare requires prime quality material. Our mills 
are producing thoroughly dependable quality 
Southern Pine, Southern Hardwoods, Cypress, 
and Oak Flooring. 


SOUTHERN PINE LUMBER CO. 


MILLS: DIBOLL and PINELAND, TEXAS 
GENERAL SALES OFFICE, TEXARKANA 


Dependable Shippers Since 1890-and for years to come 
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How a Big Pine 
Plant Meets War 
Conditions 


The “No Inventory” Method of opera- 
tion under wartime economy, put into effect 
by the Red River Lumber Company, West- 
wood, Calif., is a graphic illustration of 
how the seemingly impossible has been 
accomplished by a large pine manufacturing 
company, to meet the unusual demands of 
the war effort. 

Imagine, if you can, how sales and 
shipping of 30 cars per day, principally 
Ponderosa and sugar pine, can be geared 
to a schedule so closely that stocks on 
hand average less than three days produc- 
tion. A storage yard is a thing of the past 
at Westwood and huge crane sheds are 
empty. Note illustrations of one of the 
sheds full of lumber under normal condi- 
tions of two or three years ago and the 
same shed in Feb., 1943, following. the 
largest twelve months production in the 
history of the plant. 

When the Westwood plant was operated 
with a combination of Air Drying and 
Kiln Drying the Red River Lumber Com- 
pany carried inventories that approximated 
100 million feet. With the installation of 
76 units of dry kilns with a capacity ap- 
proximating the mill cut, inventories were 
reduced to some 50 million feet. 

On this basis sales have been geared to 
such inventories in addition to a daily 
production of 600,000 to 800,000 feet. The 
storage stock permitted the acceptance of 
orders covering delayed or specified ship- 
ping dates, and mixed specifications as to 
grades, thicknesses and other assortments. 

The current heavy demand for Pine 
lumber exceeds many times the daily pro- 
duction. To maintain maximum deliveries 
stocks are sold ahead of production. The 
inventory at this date is less than 2 million 
feet, all of which is sold. Crews are 
organized to handle the daily cut right to 
the car. 

From 7 to 8 million feet are in process 
of manufacture at all times, distributed 
through the plant approximately as follows: 
hetween sawmill and dry kilns 1% million: 
in kilns 3 million: between kilns and 
breakdown chains 1% million and from 
breakdown through planing mill and re- 
manufacture 1 to 2 million. This includes 
lumber on the loading docks from which 
20 to 30 cars are shipped daily. 

This 7 to 8 million feet cannot be con- 
sidered as inventory. It corresponds to 
the quantity of oil required to fill a pipe 
line in order that delivery at the discharge 
end will equal the amount taken in at the 
receiving end. If anything happens to 
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break the flow at any point, the delivery 
stops. 

This procedure requires very close 
scheduling but it is necessary if shipments 
are to be held up to the maximum. 

If a buyer who has any considerable 
quantity on order does not release ship- 
ments when and as scheduled, the flow is 
backed up. Planing mill, remanufacturing 
and shipping crews can not work. The de- 
linquent shipments can not be put into the 
sheds and stored for future delivery. 
When the postponed shipment is picked 
up again by the buyer for delivery, it is 
dependent upon stock developing in excess 
of other orders for delivery at the later 
date. 

For many years The Red River Lumber 
Company has operated the Westwood plant 
continuously the year round. At this alti- 
tude the winter snows are generally so deep 
that logging is impractical, if not impos- 
sible. The spring thaws and rains soften 
up the ground and tie up logging opera- 
tions. For that reason it is necessary to 
store up logs at the mill to keep the plant 
running through the time when logging is 
suspended. At Westwood this means a 


storage of 50 to 60 million feet of logs. 
This is obtained by increasing the logging 










Another view of 

Crane shed Num- 

ber 4 in Febru- 
ary 1943 








Crane shed Number 4 full of lumber under 
normal conditions 


capacity that much above mill consumption 
during the logging season. 

The logging program during 1942 was 
handicapped by operating difficulties aris- 
ing out of war conditions. The result 
was that the quantity of logs stored at the 
mill was greatly reduced. This has ne- 
cessitated continuance of logging through 
the winter in spite of the snow. A tem- 
porary reduction of mill operating hours to 
two shifts during the winter months was 
also necessary. The lack of a log in- 
ventory spreads the present “streamlined” 
operation clear back to the logging woods 
and railroad. 

The Red River organization is making 
every possible effort to carry on produc- 
tion in the way that will maintain ship- 
ments at the highest level attainable. To 
do this, the cooperation of the buyer in 
releasing shipments as scheduled is a vital 
factor. 


Crane shed Num- 
ber 4 in Febru- 
ary 1943. Part of 
piles shown are 
bunks for crane 
loads 
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- ¢ Reports from Lumber Markets 


(ee RUIN SURED STARR CSEEER -  i  l  LE E 
Information contained in this department comes directly from American Lumberman 
representatives located in these cities. 


Baltimore, Md.; Buffalo, N. Y.; Cincinnati, Ohio; New York City: Philadelphia, Pa.; Norfolk, Va.; 
Shreveport, La.; Memphis, Tenn.; New Orleans, La.; Jacksonville, Fla.; Houston, Tex.; Birmingham, 
Ala.: Kansas City, Mo.; St. Louis, Mo.; Minneapolis, Minn.; Portland, Ore.; Seattle, Wash.; Spokane. 
Wash.; Tacoma, Wash.; San Francisco, Calif.; Boston, Mass. 


General Review 


The lumber industry has moved over into 
its second spring construction season since 
Pearl Harbor with thoughts still centered 
upon the problem of ways and means for 
the winning of the war, rather than upon 
plans for an early return to “business as 
usual” at the distribution end of the in- 
dustry. Naturally, the framers of rules 
and orders at Washington must proceed by 
the familiar formula of trial and error in 
efforts to find the right answer to scores 
of industry and economic problems. Per- 
haps the more difficult of these as they 
apply to the lumber industry is the attitude 
of leaders in Washington toward our lum- 
ber executives and their investments on 
the one hand, and the wage levels of work- 
ers that control the cost and value of the 
commodity. 

The former group must deliver their 
product wherever ordered and at an arbi- 
trary maximum ceiling, while the latter 
group is subject to no wage limitations. 
The “trial” of this incongruous situation 
must be classed as an “error” but when 
one member of the Cabinet suggests that 
a national service act is needed to correct 
the “error” the War Manpower Commis- 
sion Chairman McNutt — a presideatial 
nomination candidate three years ago—in- 
sists that such an act is not needed at this 
time. It is this lack of balance and sound 
thinking that causes many to cast appre- 
hensive eyes toward Washington. 

With WPB calling for a sharp increase 
in lumber production in 1943 and OPA 
setting up a pricing standard for lumber 
that insists that a substantial percentage 
of the operating concerns in any variety 
of lumber must prove that they are pro- 
ducing at a loss before “ceilings” will be 
raised, and with the Manpower Commis- 
sion declaring against the proposed “Na- 
tional Service Act” and in favor of “two 
weeks vacation with pay” for all workers, 
no wage level “ceilings” and premium pay 
for all overtime work beyond eight hours 
per day, the outlook for increased lumber 
production is unpromising. This maze of 
contlicting objectives in the high places at 
Washington raises the question in the minds 
of business executives and economists as 
to whether Congress and the executive 
branch of our government is directing the 
national program or whether the Farm 
block and the labor block and leaders are 
dictating inequitably the direction of the 
nation’s objectives. Where would you apply 
credit for sacrifices toward the winning of 
ihe war? If other industries—producing 
such a vitally essential commodity in the 
war effort—have fared worse than has our 
Own then the details have not come to the 
surface. Many wholesalers and some retail- 
ers have important financial interests at 
the production end of the lumber industry. 


In the post-war days after 1918 and 
through the brief life of NRA, 1933-1935, 
there was bureaucratic boondoggling antag- 
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onistic to the distribution branches of the 
lumber industry. They survived the social- 
istic attacks and continued to function sim- 
ply because the services of wholesaler and 
retailer were essential in moving lumber 
from producer to consumer at a minimum of 
cost. There was sound economic basis for 
their activities through the ages. Confer- 
ences of leaders in the wholesale branch, 
recently held, encourage the suggestion that 
the executives of WPB-OPA and the Cen- 
tral Procurement Agency should bring their 
activities into closer harmony in dealing 
with the lumber industry to the end that 
the nation-wide organization of this indus- 
try be preserved for its highly essential 
post-war services. This calls for complete 
utilization of the abilities of the industry to 
produce and distribute lumber schedules 
when and where most needed, in the war 
effort. 

Those Washington agencies have a duty 
to perform in protecting the industry from 
the insidious use of authority by field men. 
WPB must spur production of lumber while 
OPA controls the sale price—exercising 
no control of costs—the Central Procure- 
ment Agency arbitrarily allocates the or- 
ders and the War Manpower Commission 
sidesteps its manpower job to play the po- 
litical game by ordering “thumbs down” 
in opposing the “National Service Act” and 
placating the workers with a promise of 
“two weeks vacation with pay,’ no wage 
level ceilings and premium pay for all 
overtime work beyond eight hours. Can 
the standards of practice of these four 
“bureaus” be brought into cooperative ac- 
tion that will assure maximum _ produc- 
tion and a minimum of dislocation and loss 
to the thousands of units equipped for lum- 
ber distribution? 


A proposal that comes from recent trade 
conferences referred to above, urges upon 
the central Procurement Agency the adop- 
tion of this rule: NO PURCHASE 
SHALL BE PLACED BY C.P.A. WITH 
THE MANUFACTURERS AT OVER 
CEILING LESS 8 PER CENT. Study 
that proposal critically, and you discover 
that all mills that maintain their own sell- 
ing organization would bill through their 
wholesale branch, while by far the greatest 
percentage of the output of our sawmills 
would be routed to points designated by 
the Agency through mills designated by 
wholesalers whose normal 8 per cent would 
cover the cost of this wholesale service. Is 
there a flaw anywhere in the suggestion? 
It is produced here as the outstanding 
proposal of promise in recent months for 
marshalling the entire resources of the lum- 
ber industry for full capacity operation of 
its plants to hasten the collapse of the Axis 
offenders. 


Runaway price advances during the last 
four months for logs and “bolts,” basic 
raw material for lumber and lumber prod- 
ucts, were halted by the Office of Price 
Administration by placing almost all logs 


and “bolts” not covered previously by 
other price regulations under a single con- 
trol reflecting September-October, 1942 
prices. A digest of the new regulations 
appears on page 50 in this issue. 

The action was taken to end a serious 
threat to all lumber and lumber product 
price structures and ceilings caused by 
advances of as much as 125 per cent for 
logs since October. 

In taking today’s step, OPA stated that 
the indirect control on prices over logs 
and bolts—by placing ceilings on lumber 
and other products manufactured from them 
—had failed and that unless ceilings were 
imposed immediately the aggravated price 
situation threatened to imperil all lumber 
price ceilings. 

The need for prompt action prevented 
immediate establishment of dollars-and- 
cents ceilings, and for the time being OPA 
instead established the “average prices paid 
by buying plants for each species and grade 
during September and October, 1942” as 
the maximum prices buying plants could 
pay farmers, logging contractors, and other 
suppliers for logs and bolts. 

In ending the cycle of advancing prices, 
OPA emphatically pointed out in a state- 
ment of considerations accompanying the 
new measure that high prices in themselves 
had failed to provide incentive to draw men 
back to the woods or to encourage logging 
contractors to increase production. Rather, 
OPA stated, the high log prices presented 
a windfall to stumpage owners, placed log 
purchasers and contractors in an insecure 
position, and threatened all lumber and 
lumber product ceilings. 

In addition, OPA stated, that the infla- 
tionary increases had failed to open up 
more timber stands to meet the present 
heavy demands for wood products. Rather, 
the higher ceilings had served merely to en- 
courage speculators in stumpage to retain 
their holdings in hopes of further price 
advances. 

The wholesale price lumber subgroup 
index (1926=100) for the week ended 
March 27, 1943 was 134.5. 


Eastern Market 


In the NEW ENGLAND area the larger 
distributing centers around BOSTON, 
SPRINGFIELD and in CONNECTICUT 
report continued pressure for deliveries 
and the placement of new schedules by 
the Central Procurement Agency that 
calls for boards chiefly, of any and all 
types, with emphasis at the moment 
upon hardwoods for crating and boxing 
for use in shipping war material includ- 
ing ammunition. Three important lum- 
ber yard fires in the Boston area includ- 
ing Charlestown and Quincy within the 
past six weeks, all engaged chiefly upon 
war orders, has caused some apprehen- 
sion where large stocks are assembled. 
The stock of 40,000,000 feet or more of 
British Columbia fir brought in by rail 
and stored at the Wiggin terminal in 
Charlestown is kept constantly wet down 
by 100 or more lawn sprinklers and is 
guarded day and night by watchmen and 
by fire department inspectors. The drive 
by WPB in cooperation with the wood- 
lot owners to speed up the production 
of logs and lumber through the summer 
months is said to be producing satisfac- 
tory results though no figures have yet 
been given out as to the probable total 
cut for the season. Receipts of Southern 
and Western lumber have _ been light. 
From the West Coast deliveries have run 
largely to hemlock, and distributors here 
insist that it is next to impossible to 
secure releases at the mills that will per- 








mit shippers to load tir orders for deliv- 
ery at East Coast points. The long 
awaited order from OPA fixing maximum 
prices at the mill for Eastern spruce, 
hemlock and native hardwoods has not 
yet been issued. There is promise from 
Washington that it will be released be- 
fore April 1. 


Southern Market 


The softwood market in and about 
MEMPHIS is unchanged with sales light 
and at ceilings and practically all going 
to government projects. New construc- 
tion is at its nadir. Mills are short of 
softwoods and are shipping it out al- 
most as quickly as it hits the yards. At 
a government contract letting here 10 
days ago the government sought some 
25,000,000 feet of softwoods, was offered 
and bought only two-thirds of that 
amount. 


North Central Market 


While the potential demand for north- 
ern pine in MINNEAPOLIS is growing 


daily with prolongation of spring 
weather conditions that promise early 
seasonal activities in the farm regions, 
many buyers have about given up ob- 
taining much-wanted material because 
of the impossibility of getting early de- 
livery of any sizeable orders, according 
to Minneapolis sources. 


Southwest Market 


There has been no change in the de- 
mand for lumber in the KANSAS CITY 
area in recent weeks. The request by 
the government for all soft woods grows 
now that there is a need for boxing and 


erating supplies. The shift has been 
from construction woods to common 
lumber for packing of war materials 


which the plants in this area are turn- 
ing out in ever increasing amounts. 
All prices remain at ceilings and mills 
no longer have any trouble in selling 
whatever they have to offer. Retail sales 
of 143 yards in the Kansas City area in 
February were 68 percent larger than a 
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4900 Pounds 
of STEEL 


“Drafted” with 
Every Fighting Man! 


Many Wire Mill Products 
Help Equip Him 


In World War I, 90 pounds of 
steel armed and equipped each 
soldier. In this war it takes 
4,900 pounds per fighting man 
— for completely mechanized 
support. There’s a quick picture 
of the tremendous demand on 
steel mills today. 


Wire mills, like Keystone, con- 
tribute a generous share—have 
been, from the beginning. Our 
production is “drafted until 
Victory’’, almost to full capacity. 


Some appreciable tonnage 
of steel IS being allocated 
by the Government for 
woven wire fence and barbed 
wire production. This is re- 
stricted, possibly for the dur- 
ation, to plain galvanized wire. 
Not enough zinc is now being 
released to permit the extra 
heavy “Galvannealed”’ coating 
for which RED BRAND fence is 
famous. That’s why the present 
Keystone fence doesn’t carry the 
familiar “‘top wire painted red’’. 


KEYSTONE STEEL & WIRE CO, 


PEORIA, ILLINOIS 


Sa Fence Users will continue to 
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“look for the Top Wire Painted RED” 


year ago and 4 percent less than in the 
previous month. Wholesale volume was 
off 41 percent from a year ago. A break- 
down by states shows retail sales in 
Kansas during February were up 34 
percent; Missouri, 24 percent; Nebraska, 
65 percent, and Oklahoma, 11 percent, 
Colorado reported a decline of 2 percent. 
For the present the government’s chief 
eall is for all lumber of No. 3 and better 
grades of yellow pine. 


West Coast Market 


Even government demand is finding it 
hard to get lumber needed. An auction 
in PORTLAND resulted in only a few 
million feet being placed. As one mill- 
man put it, “many attended only to pro- 
tect themselves.” Mills are behind in 
orders and find it difficult to commit 
themselves further. Another auction will 
be held March 26-28 in Seattle, Port- 
land and Eugene at which the govern- 
ment hopes to purchase some 200 million 
feet. Recent auctions call for all kinds 
of lumber. 

The demand for lumber, plywood, and, 
in fact, forest products of all descrip- 
tions, continues to be heavy in the 
TACOMA, WASH., area. 

The lumber distributing situation has 
become so serious that it is necessary 
for the Timber Control to definitely 
know the channels through which lum- 
ber is being marketed in CANADA, 

For the present, and until further ad- 
vised, the following regulations must be 
complied with: Effective immediately, no 
mill may accept any business for deliv- 
ery in Canada or elsewhere without first 
clearing it through this office, either di- 
rectly or through their sales agents. Of 
course this restriction has applied for a 
considerable time to all export business, 
and it will now apply to all Canadian 
business without exception. It is not the 
intention to interfere, except to the ex- 
tent that may be found necessary, with 
current urgent requirements privately 
placed, but the Timber Control must 
have the complete overall picture. 


Demand 
Pines 


A seasonal slump in production has 
combined with other adverse factors in 
bringing the output of northern pine to 
a low mark for the year, MINNEAPOLIS 
sources report, the total cut to date for 
the members of the Northern Pine Man- 
ufacturers’ association being some 9,380,- 
000 feet as compared with nearly 17,000,- 
000 feet last year at a corresponding 
time. Shipments during the past fort- 
night totaled approximately 3,500,000 
feet and gross stocks now on hand are 
way below normal, little more than 40,- 
000,000 feet being available. 

There is a very heavy demand for lum- 
ber in SHREVEPORT, LA., especially 
from the lumber yards supplying the 
farm trade. There has been some slight 
relaxation in the rules concerning this 
class of orders, and naturally the mills 
have been flooded with business, a large 
portion of which they cannot handle. 

NORFOLK, VA., reports there is at 
the present time very little news to re- 
port regarding the NORTH CAROLINA 
pine or shoftleaf pine market. The same 
conditions that have existed for quite a 
few months are still in existence today, 
and whether good or bad, no relief is in 
sight. 


West Coast Woods 


Although handicapped by log short- 
ages and labor problems, TACOMA, 
WASH., lumber mills are operating to 
the best of their ability on heavy files 
of government orders. 

Swollen order files have committed the 
SEATTLE mills for weeks ahead with 
the result that little lumber is to be 
had. Dimension is particularly hard to 
get. Hemlock rough timbers are avail- 
able at some small mills but the demand 


Continued on Page 68 
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Pacific National Lumber 
on the Seven Seas 


Many a minesweeper in the U. S. Navy has a 
keel of Pacific National timber. And lumber 
by the millions of feet is used in the bodies of 
war ships, in shipways and docks. There's 
continued heavy demand for our products for 
use in war industries and defense housing 
industries. 


The modern mills of Pacific National Lumber 
Company, operating at full capacity and high 
speed, will keep on producing lumber for the 
wartime needs of America. 


QOOOOOOOOOE 


Douglas Fir | SR 
Wast Coast 
Hemlock 


National 
LUMBER COMPANY 


WASHINGTON 


QOOOOOVOVOOOOOO 


iy.\ae) 7-4 





PROTECTION 


on the home front is 
helping to win the war 


Beery home owner realizes the patriotic 
necessity for protection of his property. 
You and we know that only the best 
finishes will give the expected protec- 
tion. You can fill this need... and make 


permanent customers. 


Every Martin-Senour product has 






the reputation, the appearance, the 
quality to build profitable, perma- 
nent business for you. 


Int MARTIN SENGUR 0. 
She Howe f Quality 
2520 QUARRY ST. Branches and Distributors 


VARNISHES- ENAMELS 


re 
; 


in Principal Cities 


CHICAGO, ILLINOIS 


April 3, 1943 








MIRACLE WOOD FOR 
A MIRACLE PLANE! 


You'll find Douglas Fir Plywood doing important 
work in every Boeing B-17 Flying Fortress! 


@ Douglas Fir Plywood’s light weight, great strength, large 
sizes and easy workability make it one of today's busiest war 
materials. In the field of transportation alone, this Miracle 
Wood is helping build planes, ships, amphibian tanks, railroad 
cars and busses. Many of its applications here are revolution- 
ary ... but because of them Douglas Fir Plywood will be far 
more useful to you after Victory than ever before. 


(Left) “‘Mock-up™ of a 
proposed Boeing plane. 
These full-size models 
constructed largely of 
Douglas Fir Plywood help 
M engineers perfect designs. 
(Below) Douglas Fir Ply- 
wood aids every Boeing 
Flying Fortress in its 
missions of destruction. 
Standard equipment in- 
cludes Plywood compart- 
ment doors, flooring and 
step assemblies, radio 
equipment tables and 
oxygen bottle racks. 

























TO HELP SPEED 
VICTORY 
the Douglas Fir 
Plywood Industry 
is devoting its en- 











DOUGLAS FIR 
PLYWOOD 


2 
Real Limbor 
MADE LARGER, LIGHTER 


SPLIT - PROOF 
STRONGER 


tire capacity to 






war production. 

We know this pro- 
gram has your 

approval. 


SEND FOR WAR USE FOLDER! 


Dozens of octual photographs 
show you how Douglas Fir Ply- 
wood is oiding the war effort. 
Write Douglas Fir Plywood 
Association, Tacoma, Wash., 
today for your free copy! 
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e - ¢ Lumber Prices & Statistics 


Relation of Unfilled Orders to Stocks 





AUPERCE! 












Nationally Advertised Following is statement of seven groups of identical mills of unfilled orders and gross 
. stock fodtage on March 20, and reports of identical mills for corresponding peried of 
Aromatic Red Cedar song 
No. of 
Mills U nen rs (iross Stocks 
CLOSET LINING SOFTWOODS: Rpte. 1943 942 1943 1942 

Southern Pine ......... 97 134,363,000 om 169,671,000 266,513,000 
Lk ee 143 781,718,000 668,085,000 413,532,000 845,124,000 
LU M R ER Western Pine .......... 101  429°637,000 362,531,000 692,067,000 1,028,291,000 
Calif. Redwood ........ 11 117,864,000 76,065,000 113,344,000 252,623,000 
Southern Cypress ...... 7 12,243,000 8,419,000 53,214,000 101,466,000 
NOPUROPH PIMC . wk ce cee 6 14,100,000 9,800,000 42,275,000 48,750,000 
NG. BHOMI@OGR ....o56 secs 12 8,560,000 8,325,000 20,450,000 41,982,000 

HARDWOODS: 
Southern Hdwds. ...... {81 74,412,000 5,154,000 178,355,000 257,369,000 
Northern Hdwads. ...... 12 18,692,000 23"4 004 000 39,376,000 64,618,000 

Packaged FLOORING: 
and Sealed MN ook asco re scde eleRi 75 26,587,000 53,382,000 19,322,000 63,804,000 
SE Sa ge es 13 5,518,000 7,925,000 7,812,000 12,441,000 
tUnits. 


GUARANTEED 





National Production, Shipments, and Orders 

Following is the National Lumber Manufacturers’ Association's report for the week 
ended March 20, covering mills whose statistics for both 1943 and 1942 are available, 
and percentage comparisons with statistics of identical mills for the corresponding 
period of 1942: 


Av. No. Per- Per- Per- 
Mills Production cent Shipments cent Orders cent 
SOFTWOODS: Rpte. 1943 of 1942 1943 of 1942 1943 of 1942 
Southern Pine ...... 97 21,939,000 S4 23,75 56, 000 73 22,301,000 80 
i. a ee 143 103,427,000 83 100, 135,000 76 100,159,000 81 
Western Pine ...... 101 55,922,000 88 64,860,000 S84 89,632,000 127 
P Calif. Redwood ..... 11 10,652,000 1138 13,180,000 119 21,765,000 137 
RODUCT OF Southern Cypress.... 7 975.000 121 1'833,000 126 14705000 120 





Northern Pine ...... 6 690,000 63 1,630,000 69 1,480,000 114 
Wo. BHlemilock ........ 12 1,109,000 122 891,000 4S 557,000 +4 
Geo. C. BROWN & Co. si 


HARDWOODS: 













































































Southern Hdwds..... 81 7,396,000 S2 10,210,000 4 7,081,000 59 
GREENSBORO, NORTH CAROLINA Northern Hdwads..... “he 1,731,000 bs?) 2,154,000 4 2,376,000 61 
LARGEST MANUFACTURERS OF FLOORING: 
a, Eee ere 65 4,304,000 48 6,135,000 62 5,096,000 mG 
AROMATIC RED CEDAR IN THE WORLD EER Ree rae acne re 13 673,000 4 897,000 5S 1,009,000 41 
tUnits 
Southern Hardwoods Maple Flooring ¥ 
Following are ranges of f.o.b. mill prices Northern maple flooring mills report | 
. ° . A ‘“ the following average prices’ realized 
on rough, air dried southern hardwoods, ced. Heneiner wih wanle, Gottun the week 
from reports of sales made during the ended March 27: 
reek e > 94° First Second Third 
week ended March 24: 25x2% ........$87.64 $82.61 $68.07 
Quartered Red Gum | Beech 
No. 1 & Sel.— FAS- 
4-4. 51.50 | 6-4..... 54.00 a al 
Piain Red Gum | No. 1 & Sel— Southern Pine Statistics 
No.1 & Sel— _— |6-4..... 44.00 
4-4 ..... 47.50 . inmumz~ = Following is a summary of reports from | 
— Sap Gum |" "nae southern pine mills for the week ended 
8-4 .....70.00@70.50 + wae iia iad ie ais March 20: 
y » Go) —__ - a 
ae & Ge comes. ca) Be. 1 ‘Sel “ay Number of Mills, 168; Units+, 106 
oot “<< (err arr’ Lee | an Bae CO Three-year aver. production*.. 33,486,000 
: Plain Sap Gum No. 2 Com.— Actual production .........«+. 25,590,000 
FAS - Re, eee eee 28,105,000 
.s - ++ 96.004 oer Plain Syenmore Orders TOCCIVEd 20.0656 ccc ces 25,468,000 
, ee ee ee ee Number of mills, 168 
Ozan Lumber Co. is now op- No. 1& Sel sii > te 47.50 weeebeas = 
: io 2 ae ete 1. eee ee ee No. 1 & Sel.— EimMIOR OPES «0.56 scr vecces< 161,575,000 
erating in its 52nd year. —_ 2 CS 47.50) 4-4 ..... 37.50 ere 38,762,000 
— ‘ 14. 96.50| NO. 2 Com.— *Oct. 30, 1939, to Oct. 31, 1942. 
| From small beginnings in ‘3 eates 27:00 — * aes - 24.50 Unit is 316,000 feet of “3-year aver- 
} ith ae ” Magnolia age” production. 
1891 Ozan has shown steady Plain Black Gum FAS— . 
progress throughout the FAS— __ | 4-4... 69.50 
4-4 .....50.00@50.50 | No. 1 & Sel.— =" 
years. No. 1 & Sel.— 4-4 ..... 47.50 Western Pine Summary 
4-4 .....40.00@40.50 | No. 2 Com.— ; at 
The name of Ozan stands for i 2 Com.— since 4-4... _ 34.50 The Western Pine Association reports 
P . init os D. ecan - : . ge ‘ 
highest quality and unfailing Quartered White | FAS— ; as follows on operation of identical Inland 
dependability in products of mee o Dal 4- 4. a 55.00 Empire and California mills during the 
0. . Bei. p= e LP) eine 
Arkansas Shortleaf Pine. 4-4 . 60.50 | No. 1 & Sel.— week ended March 20: 
Plain White Oak | 4-4 ..... 36.00 Report of an Average of 101 Mills: 
No. 1 & Sel.— 6-4 ..... 42.50 Mar. 20, 1943 Mar. 21, 1942 
4-4 ..... 42.00 | No. 2 Com.— Production .... 55,922,000 63,712,000 
T re £7.00 F094 206.0 23.00 Shipments..... 64,860,000 76,886,040 
j 2: 50.50 | 6-4 .. nd 32.50 Orders received 89,632,000 70,350,000 
No. 2 Com.— ypress Report of 101 Identical Mills: 
errr 32.00 | Selects—— I Id al Mil ad 
6-4 36.50 | 4-4 ..... 60.00 Unfi . re Mar. 20, 1943 Mar. 31100 
Plain Red Oak G4 ..... 67.00 Unfilled orders. 429,637,000 362,501, 
1] FAS— Shop— Gross stocks... 692,067,000 1,028,291,000 
I} oe 60.50 | 4-4 35.50 Report of 101 ye ee en te . 
| BO6 cceys 70.50 | No. 2 Com.— -~Total for Year to Date 
No. 1 & Sel.— 4-4 .....31.00@33.00 1943 1942 
1-4 .....40.00@40.50 | Mixed Hardwoods Production .... 530,226,000 590,156,000 
No. 2 Com.— No. 3 Com.— Shipment ..... 742,441,000 7 457,000 
Se $0661 6-4 ..... 16.00 CGT iv kvieccees 804,179,000 870,946,000 L 
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White River 
Lumber 


For the Needs of America 


White River Lumber 


Comes from Mountain Timber 


O00 
000 
000 
000 
000 
000 
000 


The lumber we're now 
supplying for war needs 
has the same high quality 
that always has distin- 
guished White River pro- 
duction. 


Dougias Fir. Hemiock 


000 
000 


O00 
O00 


> 


ip eanarerenessnociee 


Cael 


Cut from timber grown in 
the Cascade Mountains, 
thoroughly seasoned, ac- 
curately manufactured, 
this lumber has QUALITY 
in its every fiber. 


| | WHITE RIVER LUMBER CO., ®"*tz..Scy" 
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It will be mighty thin, for this slide microtome cuts wafers of 


s & 
reg Have a slice of Western Pines 
: | | Reynolds & Manley 
m Western Pines 1/10 the thickness of this page — or 10,000 
| slices out of 2 inches of pine. These slices, under the prying 
eye of the microscope, disclose new values of Idaho White 
pany Pine, Ponderosa Pine and Sugar Pine. 


SAVANNAH, GEORGIA | 


om 


led 








00 
100 
00 
00 








143 
00 


0 MANUFACTURERS OF | 


- Tidewater Red Cypress | = P 
J Southern Hardwoods | oe 
za Yellow Pine 





In these wartime days, as in the days of peace, the Western 


( ° 7 
+o bs i ym Modern manufacturing facil- Pine Association Research Laboratory is constantly experi- 
Assn., So. sttac_. : : menting to determine new values, and to improve manufactur- 
142 — — ities—band mill, dry kilns, ing procedures for the Western Pines. 
00 + a m complete planing mill. We 
Assn., So. Pi . 
a wer can grade-mark and trade- | WESTERN PINE ASSOCIATION, Yeon Building, Portland, Ore. 
— mark. 5 R. R. connections. | 
00 m 





*Idaho White Pine ‘*Ponderosa Pine ‘Sugar Pine 


100 al — — = — *THESE ARE THE WESTERN PINES 
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- « NEW PRODUCTS & LITERATURE 





3-Dimensional Display 

Features Storm Windows 439 
A 3-dimensional display featuring storm 

windows won an award for The Libbey- 

Owens-Ford Glass Company in the 12th 


VES UP TO 20% 1m FUEL 
Sands ant Sng toys 





Annual All-American 
tion. 

Designed to sell during the fall of the 
year, the display is colorfully lithographed 
in bright autumn reds and yellows. The 
3-dimensional effect, achieved through 
hinged construction, is given when the 
dealer pulls out the front plane of the 
which is the figure of the man. 
The lifelike color and design have proved 
very attractive to passersby. Item 439. 
Bus-Drop Cable 432 

A new loom bus-drop cable that carries 
power from bus bar to individual motor 
driven machines in war production plants, 
is announced by General Electric Com- 
pany. This cable can be used in new or 
conversion wiring or as a maintenance item. 
It can be hooked up easily in LVD or 
bus-duct system, and is designed for long 
life under severe conditions such as vibra- 
tion and rough usage. The cable consists 
of three stranded conductors, rubber in- 
sulated and braided, and a bar stranded 
ground wire. These conductors are cabled 


Package Competi- 


display, 





with saturated jute fillers and presaturated 


paper and tape. Over all is a rugged loom 
weave with a finish that resists oil, grease, 
gasoline, moisture, and is flame retarding. 
For additional information check 432. 


“Timbers of the New World" 
For the first time there is now available 
a book dealing with all of the kinds of 
trees and woods native to the western 
hemisphere. It is published by the Yale 
School of Forestry and is the work of Dean 
Samuel J. Record, who has been collecting 
the necessary data for more than twenty- 
five years, and Assistant Professor Robert 
W. Hess, an expert wood technologist. 
The book contains approximately 650 
pages, is well illustrated and explicitly in- 
dexed. It is an encyclopedia of the best 
information available concerning all the 
timber of South America, Central America, 


60 





Mexico, the West Indies, 
and Canada. For purposes of comparison 
there are also references to most of the 
commercial timbers of the Old World. 
The appearance of “Timbers of the New 
World” is timely because the war has 
greatly stimulated interest in wood and 
other forest products, and this book con- 
tains much useful information not otherwise 
available. It may be purchased from 
AMERICAN LUMBERMEN at $10.00 per copy. 


Davey Pneumatic Saw 434 

This new compressed air-driven power 
saw for use in felling and bucking timber 
is manufactured by Davey Compressor 
Company. It is built in two lightweight 
models. The one illustrated, Model 2-A, is 
used for trees ranging in diameter from 
approximately 14 inches to 24 inches. Its 
narrow blade utilizes standard saw teeth 


United States, 





requires no 
sharpen. 
easy by the use of a 
mechanism by which it is attached to the 


and special equipment to 
The operation of the saw is made 
sturdy clamping 
log. For descriptive folder check 434. 
New Goal Set for Home 
Insulation 4311 

According to Wharton Clay, Secretary 
of the National Mineral Wool Association, 
the manufacture of mineral wool for home 
insulation in 1943 will exceed the output 
of any previous year. He predicted that 
enough wool will be produced to insulate 
600,000 houses, at an average of one ton 
per house, with potential annual savings 
of 200,000,000 gallons of fuel oil and 650,- 
000 tons of coal. These figures are based 
on the assumption that two-thirds of the 
homes to be insulated are heated by oil, 
the remainder by coal, with each ton of 
mineral wool saving three tons of coal or 
500 gallons of oil each heating season. Mr. 
Clay noted that the industry will have an 
ample supply of insulation but due to man- 
power shortage and lack of sufficient blow- 
ing machines, will not have the facilities 
to handle the demand if it is concentrated 
in the peak fall months. Item 4311. 


Twistite Pressure Units 438 

A new bulletin has just been issued by 
Michigan Clamp Company describing 
Twistite Push-pull Pressure Units, C- 
Clamps and holding devices of special de- 
sign into which Twistite units can be built. 
These Pressure Units are quick, firm-lock- 


» vantages: 





ing and can be released instantaneously. 
They have discarded the  full-threaded 
method of adjustment, employing instead a 
push-pull design that sets the pressure bar 
in any position from full open to full closed 
in an instant. An eccentric spline arrange- 
ment enables the operator to lock or unlock 
the pressure bar with a single twist. To 
obtain a free copy of this bulletin, check 
438. 


Price Ceilings and Regulations 
4312 
Established in 1879, the Biddle Purchas- 
ing Company, with branches in several 
cities, has been furnishing a merchandising 
information and bulletin service to the 
trade. With the event of price ceilings and 
government regulations affecting the lum- 
ber industry, they compiled the “Biddle 
Loose Leaf Folder” on Price Ceilings and 
Government Regulations. The all-important 
feature of this is that the OPA Ceiling 
Schedules issued to date on Lumber, Ply- 
wood, Millwork and Building Materials 
have been worked out to a delivered basis, 
giving users a ready reference to ceilings 
delivered the impostant rail centers. This 
folder is kept up to date with new sheets 
as occasion demands, and is available to 
the general trade, including mills and 
manufacturers, wholesalers, commisgjpn 


men, and others at a nominal fee. For 
further information check 4312. 
V-Lac 433 


This synthetic wood finish, produced by 
20th Century Paint & Varnish Company as 
a war emergency to replace shellac, claims 
the following interesting and desirable ad- 
Waterproof — will not turn 
white; dries within two hours; produces 
high gloss; more durable and costs less 
that pure shellac; may be thinned with 
benzine, mineral spirits or turpentine. 
Check 433 for descriptive literature. 


Seamless Plastic Tubing 437 


To meet the expanding demands of war 
industry, Extruded Plastics, Inc. announce 
that “TULOX” TT seamless plastic tub- 
ing is now available in all diameters up to 








2-inch O. D. Within the next few weeks 
the range will be increased to 2%4-inch O. 
D., to meet requirements of War Produc- 
tion. Check item 437. 


4313 


Inspired by the urgent need for creating 
additional homes for war workers, the 
Universal Sanitary Manufacturing Com- 
pany has made up a dealer’s portfolio 
called “The Universal Plan”. 

This 22 page portfolio contains the com- 
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“The Universal Plan" 























TT 
PrritesS 


WMINSUGAR PINE 





be EE ee | 


‘ew 








‘QUINCY : || 
for Quality | 


| California Sierras 
High Elevation 
Quality Timber 





and Ponderosa 


Selects, Shop Lumber, Pat- 
tern Lumber, Mouldings, 
Common Boards, Dimension 


Planing Mill . . . Box Factory 
‘sdoulding Factory 





MILLS AT SALES OFFICE 
QUINCY, CALIFORNIA QUINCY, CALIFORNIA 
GLOAT, CALIFORNIA oO. C. MORRIS, SALES MGR. 


_ Quincy 
Quincy Lumber Company, INC... caitornia 








PAR-T OX 
HAS GONE TO WAR 


Since Pearl Harbor Par-Tox has been 
widely used as a wood preservative for 
all types of military construction. 





Unlike many products needed for war, 
Omar, West Va. Mill—One of the 5 Mower Mills. 


Our Biggest Year 


During the past year our 
company produced and 
shipped the largest volume 
of lumber in its history — 
meeting both government 
and regular customer needs 
to the best of our ability. 


however, Par-Tox is also available for 


domestic service. 


Wherever wood is used, Par-Tox treat- 





Appalachian ment is an economical measure for 
Hardwoods 
and Spruce 


Air Dried, Kiln Dried, 
Rough or _ Dressed. 
Oak, Maple, Birch 
and Beech Flooring, 


Mouldings, bg Specify 


Poplar Bevel Sidin 
Dimension Stock, “Par-Tox Treated” 
on your next order. 


conservation—it greatly lengthens the 
life of any wood product. 











Contact us on your needs. Timbers. 


THE MOWER LUMBER COMPANY 


Charleston, West Virginia 


Mills at: Omar, Marmet, Cass, Colcord & Pettus, West Va. 
Dry Kilns. Planing Mills, Flooring Plants 
















IRA PARKER & SONS CO. 


OSHKOSH, WISCONSIN 






75 years of service 
to the sash and deor 
industry. 














Old ways of logging have given place 

: to the new. Mill methods have changed. But the 

= high quality of Polson lumber never has changed. 

Sitka Spruce and: Douglas Fir direct from our forests. Rail and water 
shipments. 


POLSON LUMBER & SHINGLE MILLS 


HOQUIAM, WASHINGTON 


Division of Polson Logging Co. 
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ABESTO 


For Leaky Roofs 
APPLIED 


COLD 


Farmers, home 
owners, com- 
mercial and in- 
dustrial build- 
ing owners 
need ABESTO 
to stop those 
roof leaks, to 
renew old roofs. 
Mop it on. 
Brush it on. No 
hot kettle. Ap- 
plied cold. Used 
for damp-proof- 
ing around 
basement wall 
exteriors. 





THE ROOF 











The spring selling season is at hand. 
Order Abesto today. It carries a good 
margin. Turns fast. 


ABESTO MFG. CO. 


Michigan City, Ind. 


Cuapman & Dewey 
LUMBER CO. 


Memphis, Tenn. 


Manufacturers of “C & D” Brand 


OAK FLOORING 


and 


HARDWOOD LUMBER 


From 


FAMOUS ST. FRANCIS BASIN 
Ww 


Wire for quotations 





plete start to finish procedure for conduct- 
ing a “Remodeling for Victory” campaign 
—what the dealer should do to create local 
interest—suggested newspaper advertising, 
display advertising, letters to home owners, 
and other sales helps. Dealers may obtain 
a copy of the portfolio by checking item 
4313. 


“An Audit of Postwar 


Planning" 4310 


This booklet recently published by The 
Buchen Company contains _ interesting 
thoughts on postwar planning. It brings to 
the reader’s attention the necessity for and 
the effect of early postwar planning, and 
the importance of carefully analyzing the 
various economical plans that are being 
broached. “Change is the only stable thing 
in our lives”, says John H. Morse, author 
of this booklet. “It is always going on, 
and the more we can direct it properly, the 
better off we will be.” Item 4310. 


4” Heavy Duty Drill 431 


The new Model “47” Skildrill, manu- 
factured by Skilsaw, Inc., is used for pro- 
duction drilling jobs up to % inch in steel 
and %4 inch in wood, and is designed espe- 
cially to speed up tough “skin-drilling” in 





airplane construction. 
pounds; is 744 inches long and 2% inches 
wide. A diecast body, helical-cut gears and 
100% antifriction bearings assure smoother, 
quieter running. For additional information 
check 431. 


It weighs only 344 


Marlite Polish Container 435 

Marlite Polish, a product of Marsh Wal! 
Products, Inc. is now being sold in glass 
containers. This conserves metal and at th 
same time furnishes an attractive and profi 
table display item for the dealer to add to 





that increasingly important stock—his over- 


the-counter sales items. To obtain promo- 


tional helps, check 435. 


Catalog of Huther Saws 436 


Huther Bros. catalog No. 60 contains 
descriptions, illustrations and prices of their 
complete line of saws. Their well known 
Firthite Tipped Saws are used for cutting 
hard Masonite, Teak, Fireproof lumber, 
Plywood, Linoleum, etc. To obtain this 119 
page catalog, check 436. 


Tire Inspection 
and Maintenance 4314 
The B. F. Goodrich Company has _ pub- 
lished a handy vestpocket size booklet en- 
titled “What Your Government Expects of 
You and Your Tires’—a reprint from 
ODT Order No. 21. The booklet lists 
the requirements of proper maintenance, 
inspection rules and procedure, and num- 
erous ways to increase your truck mileage. 
Copies may be obtained by checking item 
4314, 


For Further Information 


about any new product or piece of literature described in this department 
check the following numbers which correspond with key numbers to be 


found in the heading of the particular items in question. 


Sign the coupon, 


clip it and mail it to the AMERICAN LUMBERMAN, 431 So. Dearborn St. 


Chicago, Ill. 


431 432 433 

438 439 4310 
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434 
4311 


The desired information will be forwarded promptly. 


435 436 437 


4312 4313 4314 
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Miller & Company, Inc. 


Manufacturers 


of 


4ardwood 


and 
Yellow Pine 


Selma, Ala. 


Jackson, Tenn. 








CEILING PRICES 











Saves time! 
Easy to use! 
Kept up to date! 





Price Ceilings & Regulations 


Maximum Prices 


Lumber — Plywood — Millwork — Building 
Materials as established by OPA 








Worth its weight in_ gold. quick reference to ascertain 
Indispensable to all lumber ceilings delivered to all Im- 
buyers, salesmen, estimators, portant Rail centers. Kept up 
accounting departments. Prices to date with new aeeele 
all bay. sizes, species as issued as need arises. 

fixed by OPA. Major lines are 
extended to show delivered $10 @©O Per Quarter 
maximum prices, affording a em" Order Yours Now 


Compiled by 


BIDDLE PURCHASING COMPANY 


107 Chambers St., New York, N.Y. 


Meridian, Seattle, Chicago, Pittsburgh, Baltimore, San Francisco 











QUICK FACTS ABOUT PERMASAN 























1. Permasan is 5% pentachlorophenol (minimum), 
5% non-volatile solvent, 90% selected petroleum 
distillate. 


2. Highly toxic to Lyctus “powder post” beetles. 
3. Easily applied. 
4. Shipped in 55-gallon returnable drums or tank cars. 


MONSANTO 


CHEMICALS 
a1 








MONSANTO CHEMICAL COMPANY 
Organic Chemicals Division 
St. Louis, Missouri 





Serving Industry...Which Serves Mankind 





Red D. a 
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DIAMOND POINTS which won't bend or corrode and drive 
into hardest wood e Red Devil Diamond Points ¥¢" and '4" are 


AUTOMATIC DIAMOND POINT DRIVERS 
Speed up Victory! Glaze with one hand. Efficient from 
ws available in boxes of fifty sticks of 100 each (5,000 points). 
LANDON P. SMITH, Inc. ¢e IRVINGTON, N.J., U.S.A. 


EVERY position and angle. Securely holds clips of 100 
Glaziers and Painters Tools and Machines Since 1872 
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SAW MIL 


PROMPT DELIVERY 


Sturdy and dependable. Fast, accurate saw- 
ing assured. 

Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 
works if desired. 


Various sizes and dogs to meet your needs. 
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LANE MANUFACTURING CO. 


MONTPELIER, VT. 


—_- - « «= «ef. e| |e eee ee eee 
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years’ experience in building Saw 
Mills and woodworking machinery. 
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Personal Items 


Mrs. Eva Alford Vernon, widow of 
the late J. F. Vernon of the Lincoln 
County Lumber Co., Brookhaven, Miss., 
will, as his successor and sole heir, con- 
tinue the lumber business. 

Eric M. Hexberg, manager 
\nglo California Lumber Co., Los An- 
geles, Calif., prior to his entrance into 
March 10 was com- 
missioned a lieutenant in the Army Air 
Corps at Stockton Field, Stockton. 
Calif. 

Charles P. Henry, formerly Los An- 
celes (Calif.) manager for Clark & Wil- 
son Lumber Co. of Portland, Ore., has 
entered business for himself as a whole- 


sales 


the service, on 


saler of Pacific Northwest products, 
and has established offices in Los An- 
celes. 

Russell Bordeaux, Olympia, Wash., 


lumberman, has been elected a membei 
of the board of trustees of the Olympia 
Chamber of Commerce. 

D. G. Niel, Niel’s Lumber Service, 
Turlock, Calif., reports that his son. 
Byron G. Niel, has joined the Seabees 


and is undergoing training at Camp 
Perry, Williamsburg, Va. Ronald W. 


Niel, who suffered injuries in an indus- 
trial accident which has kept him in the 





hospital for more than three months, is 
reported well on the way to recovery. 

G. E. Karlen, president of Karlen- 
Davis Lumber Co. and L. T. Murray, 
president of West Fork Logging Co. 
and West Fork Timber Co., have been 
elected to three year terms on the board 
of directors of the Tacoma, Wash., 
Community War Chest. Charles E. 
Devlin, advertising manager of Douglas 
Fir Plywood Association, has been 
chosen chairman of the Chest public re- 
lations committee and Paul W. Billings, 
manager of Mountain Lumber Co, and 
J. P. Weyerhaeuser, Jr., executive vice 
president of Weyerhaeuser Timber Co., 
have been chosen members at large on 
the executive committee. 

Charles Barrot, former partner-owner 
in the Pine Lumber Co., Oakdale, Calif., 
was granted a furlough in March to 
come home to settle the business affairs 
of the firm, following the recent death 
of his partner and manager, E. E. Flu- 
hart. Barrot is stationed at Camp Breck- 
ridge, Ky. He announced that the busi- 
ness would be shut down for the dura- 
tion of the war. 

Murrel Crump, director of publicity of 
the Sinclair Coal Co. and the Locke 
Stove Co., Kansas City, Mo., has been 
named director of publicity for the 





Shepherd Lumber 
Corporation 


Manufacturers 
Southern Yellow Pine 
General Offices: 


Shepherd Bldg., 
Montgomery, Alabama 


Sales Office: 
815 Fisher Bldg., 
Detroit, Mich. 


Plants: 
Montgomery, Alabama 
McRae, Georgia 





Shepherd Brothers 
Company 


Wholesalers 
Southern Yellow Pine 


General Offices: 
Shepherd Bldg., 


Montgomery, Alabama 


Sales Offices: 
Jacksonville, Florida 
815 Fisher Bldg., 
Detroit, Mich. 


Wholesale and Distributing Yard: 
Jacksonville, Florida 
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At Top Speed On War Needs 





TREMONT LUMBER COMPANY 


HERBERT MOSS, 


and STAMPS (eiielieiednieney 


The big Tremont mills are produc- 
ing as fully as possible to help 
Uncle Sam. As soon as war needs 
wil] permit we'll be back with the 
same reliable quality, same 
prompt service. 


Rochelle, La. 
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Tenth Federal Reserve District in con- 
nection with the nation-wide campaign 
which starts April 12 for the $13,000,- 
000,000 War Loan drive. Mr. Crump’s 
jurisdiction comprises 411 counties in 
Missouri, Kansas, Oklahoma, Nebraska, 
Colorado, Wyoming, and New Mexico. 
His will be the task of familiarizing the 
residents of that vast area with all 
the details of the campaign and the nec 
essity for the drive succeeding. Serving 
under him will be a staff of State direc- 
tors of publicity in charge of each of 
the States in the Tenth Federal Reserve 
istrict. 

Leslie H. Ross, who was recalled to 
active lieutenant colonel in 
Jan., 1942, after an association as man 
ager of the Fuller-Goodman Co., Osh- 
kosh, Wis., has been promoted to chief 
of personnel and training at the new 
Fairfield Air Depot Control Area Com- 
mand, Patterson Field, Fairfield, Ohio. 
He was promoted to Colonel in July, 
1942. In addition to these duties Col. 
Ross has been named president of the 
Post Exchange Council; he is also 
a member of the board of governors 
of the Wright-Patterson Officers’ Club. 

R. Needham Ball, secretary of the 
Louisiana Building Material Dealers’ 
Association, was a speaker on the pro- 


service as 


gram of the Louisiana Real Estate 
Association at its recent annual meet 
ing in Baton Rouge. Mr. Ball spoke 


“ee 


on “Housing and Governmental Regu- 
lations.” W. C. Yancey, president of 
Highland Lumber Co., Shreveport, La., 
also spoke at the meeting, making a 
report on the State’s housing situation. 

R. J. Evans, New England sales man- 
ager for a number of important produc- 
ers of Pacific Coast lumber, plywood, 
etc., left his Boston office March 23 for 
a tour of his mills, in an effort to ex- 
pedite shipments totalling many mil 
lion feet, carrying high priority ratings 
but the delivery of which has been long 
delayed. 

C. T. Parsons, on leave of absence 
as managing editor of Southern Lumber 
Journal, Jacksonville, Fla., has been 
commissioned a second lieutenant of 
infantry at Fort Benning, Ga., and is 
now on active duty at Camp Croit, 
Spartansburg, S. C. 

Lieut. Timothy W. Dempsey, U. 5. 
Army Air Corps, son of Neal Dempsey, 
prominent Tacoma, Wash., lumberman, 
was awarded the air medal on March 15 
by Lieut. Gen. George C. Kenney, com 
mander of the Allied air forces in the 
Southwest Pacific “for meritorious 
achievement.” 

Wednesday, March 17, was just an- 
other meeting day for some twenty-four 
hundred members of the Tacoma Elks 
lodge, but for Adolph L. “Otto” Weber, 
manager of the Tacoma, Wash., retai! 
yard of the St. Paul & Tacoma Lumber 
Co., it was blue Monday. The reason? 
Some difficulty had arisen in connection 
with the parking of “Otto's” automo- 
bile in the parking lot across the street 
from the Elks temple and “Otto” had 
excused himself from the meeting to 
straighten it out. While he was gone, 
the drawing for the attendance prize 
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took place and “Otto’s” name was 
pulled from the hat. But the lodge offi- 
cials ruled no “Otto,” no prize. Reason 
for “Otto’s” grief? There were $285 in 
the pot. 

Lloyd C. Clanton, Clanton Lumber 
& Supply Co., Shreveport, La., is chair- 
man of the Lumber Dealers Division of 
the newly formed Retail Merchants 
eroup of the Chamber of Commerce 
of Shreveport. 

Robert Cole, Cole Door & Sash Co., 
Los Angeles, Calif., and Mrs. Cole have 
returned from a trip to Mexico. They 
flew from Los Angeles to Mazatlan and 
then overland eastward to Mexico City 
and reported enjoying the novel ex- 
perience of eating breakfast in Los An- 
geles and dinner in Mexico City that 
same night. Mr. Cole reported visiting 
a Mexican sawmill operated with oxen 
and took occasion to inspect a Mexican 
plywood plant and investigate lumber 
and plywood sales conditions south of 
the border. 


, 


In honor of Raymond T. Jones, of R. 
T. Jones Lumber Co., North Tona- 
wanda, N. Y., a complimentary dinner 
was held the evening of March 24, at 
the University Club, Buffalo, N. Y. Mr. 
Jones is retiring president of the Buffalo 
Lumber Exchange, and 26 members of 
the Exchange attended the dinner. After 
the dinner, games were played. The 
committee in charge of the dinner con- 
sisted of C. W. Bodge, C. W. Bodge 
& Co., Buffalo; Huber Whitmer, Whit- 
mer Jackson Co., Inc., Buffaio; L. J. 
Lewis, Palbura, Inc., Buffalo, and Nor- 
man J. Brautigan, Teachout Co., Buf- 
falo. 

The employees of the Southern Lum- 
ber Co., Warren, Ark., each gave four 
hours of their week’s work last week to 
the American Red Cross. The Southern 
Lumber Co. matched the amount raised 
by the employees dollar for dollar. 

Ralph R. Makin, formerly with E. C. 
Miller Cedar Lumber Co., Aberdeen, 
Wash., has been commissioned a second 
lieutenant with the United States Army 
chemical warfare service, after complet- 
ing an officer's training course at Edge- 
wood Arsenal, Md. 

Lieut. Donald P. Stone of the U. S. 
Army, son of Henry L. Stone, head of 
D. D. Chase Lumber Co., retail dealers 
at Haverhill, Mass., was united in mar- 
riage on Feb. 27 with Miss Doris S. 
Miley. 

Lieut. Jack M. Vinson of the Marine 
Air Corps Reserve, son of Mr. and Mrs. 
R. M. Vinson, Trinity, Tex., has been 
reported killed in action in the South 
Pacific. At the time of his induction, 
Lieut. Vinson was associated with his 
father in the Vinson Lumber Co., Trin- 
ity. Besides his parents, he is survived 
by his widow. 

G. Corydon Wagner, Jr., son of G. 
Corydon Wagner, Tacoma, Wash., vice 
president and treasurer of St. Paul & 
Tacoma Lumber Co., has been made a 
member of the Cum Laude Society at 
Taft school in Watertown, Conn. The 
society is a national honorary scholastic 
Organization. Young Wagner, who is a 
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senior at Taft, was a member of that 
school’s varsity football team last fall. 


Jack Fairhurst, field supervisor for 
Fairhurst Lumber Co., Tacoma, Wash., 
has been elected vice president of the 
Lakeside Country Club of Tacoma. 


Chicago Lumber Co. and E. P. Boyer 
Lumber & Coal Co., Omaha, Neb., won 
safety awards during a recent “Smash 
the 7th Column” drive sponsored by the 
Omaha Safety Council. The Chicago 
Lumber Co. held a perfect record in the 
industrial contest, with 43 employees 
working 50,083 hours with no accidents. 
E. P. Boyer Lumber & Coal Co. won in 
the small fleet truck division, with 24 
trucks averaging no accidents in 79,374 
miles. The awards, covering a 6-months’ 
period, were presented at a dinner fol- 
lowing an all-day industrial conference 
attended by 700 plant managers, fore- 
inen, and safety engineers, at which lat- 
est measures for preventing accidents 
end conserving manpower to help win 
the war were discussed. 


A. L. Combs, president of the Florida 
Lumber & Millwork Association, and 
vice president and general manager of 
3uilders Service Co., Gainesville, Fla., 
has been elected president of the Gaines- 
ville Chamber of Commerce for 1943. 


L. H. Eubank & Son, Inglewood, 
Calif., has completed reconstruction of 
factory and storage buildings to replace 
structures valued at $15,000 recently de- 
stroyed by fire. The firm is now devot- 
ing its efforts exclusively to articles 
required for operation of the war. 


T. Raymond MacLea, MacLea Lum- 
ber Co., Baltimore, Md., who joined the 
marines some months ago as a first 
lieutenant, has been promoted to the 
rank of captain. The new captain is a 
brother of D. Carlysle MacLea, vice 
president, and of Robert H. MacLea, 
secretary, of the corporation. 


Charles M. Rapp, 83 years old, ended 
58 years as a lumber scaler, when he 
retired March 21 from the J. B. Hellen- 
burg Co., Coldwater, Mich. 


Ruford Smith, Mouton Lumber Co., 
Lafayette, La., was recently elected vice 
president of the Lafayette Chamber of 
Commerce. 


Ivy C. Jordan, formerly a partner 
with Lee Hodges in the Superior Lum- 
ber Co., Monroe, La., is now on over- 
seas duty as a cryptographic security 
officer, It is said that after deciphering 
contractors’ lists for years past, Officer 
Jordan should find “codé” work easy. 


R. W. Dalton, R. W. Dalton & Co., 
Los Angeles, Calif., has completed a 
three weeks’ business trip to the Pa- 
cific Northwest, in the course of which 
he visited the plant of the West Coast 
Plywood Co., Aberdeen, Wash., for 
which his firm serves as Southern Cali- 
fornia representative. 


Lieut. Truman W. Collins, at present 
stationed at Seattle, Wash., where he is 
a member of the Naval Aviation Selec- 
tion Board, was united in marriage with 
Miss Maribeth Wilson, daughter of Mrs. 








REG. U. S. PAT. OFF. 


SAMSON SPOT 


SASH CORD 


REG. U. S. PAT. OFF. 





The Most Durable Material 
for Hanging Windows 


By specifying and using Samson 
Spot Cord for hanging windows, 
with suitable weights and pul- 
leys, you obtain perfect balance 
by a time-tested method, You also 
guard against the use of inferior 
unidentified cord. 


SAMSON CORDAGE WORKS 
Boston, Massachusetts 
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Clarence True Wilson of Portland, Ore., 
on March 12. Before being commis- 
sioned in the United States Navy last 
year, Lieut. Collins headed the lumber 
and timber interests of the estate of his 
father, the late E. S. Collins, and repre- 
sented the third generation of a pioneer 
lumber family. 


Lumbermen’s Mutual Casualty Co. 
and Affiliated Kemper Companies, Chi- 
cago, Ill., have 403 employees enrolled 
in the armed forces, seventeen of whom 
are women; 32 per cent are commis- 
sioned officers and an additional 31 per 
cent have technical ratings. 


Major Charles W. H. Schuck, Schuck 
& Son, Springfield, Ill, and past presi- 
dent of Illinois Lumber & Material 
Dealers’ Association and aviation enthus- 


iast, has been appointed commander 
of the Illinois wing of the civil air 
patrol. 


Alexander and George Scrim, twin 
sons of W. C. Scrim, Los Angeles 
(Calif.) hardwood importer, have joined 
the merchant marine and are undergo- 
ing training at the U. S. Merchant Ma- 
rine School, San Mateo, Calif. 


Robert Raymer has resigned as assist- 
ant sales manager of the Yosemite Sug- 
ar Pine Company Co., Merced Falls, 
Calif., in anticipation of an early call 
to report for training in the Ferry 
Command Pilot Service. 
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“Diamond Hard” 
Maple and Birch flooring 
prefer it above all others. 
We invite you to get ac- 
quainted with this quality 
flooring. 


Burma Lumberman on U. S. Visit 
Wearing a pair of glasses in Burma is 
apt to have fatal consequences, if the 
wearer is an Oriental, according to a story 
told by Rodney Drake, Burma lumberman, 
on a recent visit to C. E. McIntyre, Ta- 
coma, Wash., public relations representa- 
tive of the Weyerhaeuser Sales Co. Mr. 
Drake told of the fate of a Japanese flier 
who was forced down near a small village. 
No one in the village had ever been more 
than a few miles away from it and no one 
knew the difference between a Chinese and 
a Japanese. So a very wise man of a 


Those who know 




















Lindsey 8-Wheel 
Tractor Wagons 


are ideal for tractor logging. They 
are used singly or in trains. 


Lindsey Wagon Co., Laurel, Miss. 


Sole Manufacturer 


neighboring village was consulted. 

“T have never seen a picture of a Chinese 
with glasses, but I have seen many pictures 
of Japs with glasses,” the wise man said. 
“This man wears glasses. Therefore he 
must be a Jap.” 

Forthwith the Jap was beheaded and that 
settled the matter. 

Mr. Drake's present visit to the United 
States is his first in four years and he is on 
a mission for the Indian government. He 
now makes his home in New Delhi, India, 
awaiting the day when the Japanese will be 
driven from Burma. He once used a herd 
of 3,000 elephants in his Burma logging 
operations. 


Consolidate 


Kentucky-Indiana Lumber Co. and 
Moore Lumber Co., both of Louisville, Ky., 
have consolidated their businesses and will 
now be known as the Freeman-Moore 
Lumber Co., with home offices in Birming- 
ham, Ala., and branch sales office in Louis- 
ville, Ky. 

Walter Freeman, sole owner of the 














PATRICK LUMBER COMPANY 


Terminal Sales Building, Portland, Oregon | 
Car and Cargo 


For 28 Years 
Producers and Shippers 
LUMBER and PILING 


Teletypewriter PD S54 


Wholesale Only | 
Established 1915 : 


WESTERN PINES and 
WEST COAST LUMBER 


Large and Long Timbers-- 
FIR PILING to 120 Feet | 














Pine Plume Lanter Company 





Pine 
Cyprress 
Hardwoods 


AIR-DRIED or 
KILN-DRIED 
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BELL BUILDING 
MONTGOMERY, ALA. 


Solid or Mixed Cars of Pine, 
Hardwoods, Oak Flooring. 


Complete Planing Mill facili- 
ties. Modern fan-type cross- 
circulating Dry Kilns. 


Plants at DeKalb, Miss., Nota- 
sulga, Ala, Ozark, Ala. 





Serving the lumber trade 
'  gince 1899, 


Kentucky-Indiana Lumber Co., and A. F. 
Moore, sole owner of the Moore Lumber 
Co., have had a lifetime of experience in 
the lumber business ; and with its competent 
sales organization, the lreeman-Moore 
Lumber Co. should be one of the outstand- 
ing wholesale lumber concerns of the 
southeastern States. 


Serves in Air Transport 


Robert H. Ebenreiter, son of Mr. and 
Mrs. Harvey H. Ebenreiter and grandson 
of Mr. and Mrs. Robert C. Ebenreiter, 
prominent Sheboygan, Wis., lumber fam- 
ilies, recently gradu- 
ated from the ad- 
vanced flying school 
at Williams Field, 
Chandler, Ariz., re- 
ceiving his silver 





LIEUT. R. H. EBENREITER 





wings and a commis- 
sion of second lieu- 
tenant. He received 
pre - flight training 
and taught classes in 
radio code at Santa 
Ana, Calif., where he reported for duty 
last May. While at Williams Field, Lieut. 
Isbenreiter was appointed editor of the 43-B 
class book, which air corps officials con- 
sider the best book produced by any class 
thus far. At present, Lieut. [benreiter is 
stationed at Del Valley Army Air Base. 
near Austin, Tex., where he is attached io 
the 89th Air Transport Command. 

Young “Bob” received his B.A. degree 
from Carleton College, Northfield, Minn., 
from where he graduated in 1939. He then 
spent six months on the West Coast, work- 
ing in forests and lumber mills in Oregon, 
Washington, and Idaho, gaining first hand 
knowledge of the lumber industry. Upon his 
return to Sheboygan, he became affiliated 
with the Ebenreiter Lumber Co., on its 
fiftieth anniversary, in the capacity of sales- 
man, and continued with the company until 
he was called into active service. 


Guest of Honor 


James H. Brannum, Brannum Lumber 
Co., Racine, Wis., recently named president 
of the Wisconsin Re- 
tail  Lumbermen’s 
Association, was 
guest of honor at the 
monthly dinner 
meeting of the Ra- 
cine and Kenosha 





J. H. BRANNUM 
Guest of Hono: 





County Lumber- 
men’s Club. on 
March 16 at Racine. 
He has been active 
in affairs of the or- 
ganization for many 
years. 

At a short business session preceding 
festivities, the club re-elected Ralph Bar- 
ber, Silver Lake, president, and chose 
Clyde Haas, Kenosha, as secretary to suc- 
ceed Vance Smith, who will leave shortly 
for the armed forces. 

Principal speaker was State Secretary 
Don Montgomery, Milwaukee. 
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Honor Student Now Logging 
Superintendent 


\. L. Hildman, who last October was 
appointed logging superintendent for the 
Red River Lumber Co., Westwood, Calif., 
is a young man with a background of 
imposing forestry 
education and train- 
ing in addition to his 
experience in log- 
ging operations. A 
native of Seattle, 





A. L. HILDMAN 





Wash., he graduated 
in 1936 from the 
University of Wash- 
ington, College of 
Forestry, with 
Bachelor of Science 
degree of forestry. During summer vaca- 
tions he worked in the woods. In 1938 he 
graduated from Yale University School of 
Forestry, New Haven, Conn., with a Mas- 
ter of Forestry Degree. Part of the require- 
ments for this degree consisted of a three 
months’ timber survey in central Louisiana. 
Mr. Hildman is a member of Xi Sigma Pi, 
national forestry honorary, and Sigma Xi, 
national science honorary. 

In June, 1938, Mr. Hildman went with 
J. Neils Lumber Co., Klickitat, Wash., as 
forester. Three years later he was em- 
ployed by the Red River Lumber Co., as 
assistant logging superintendent, and in Oc- 
tober, 1942, was elevated to the position 
of logging superintendent of these exten- 
sive operations. Red River Lumber Co. is 
the largest pine producing company in 
California. 


Appointed Colonel 

Curtis H. Nance, assistant to the vice 
president, Minnesota & Ontario Paper Co., 
Minneapolis, Minn., has been appointed 
Colonel in the United States Army. He 
will leave shortly to take up his new duties 
with the armed forces. 

\ West Point graduate, Col. Nance 
served nine years in the field artillery, in- 
cluding 22 months with the A.E.F. in 
France during World War I. He served 
as adjutant of the artillery brigade of the 
famous 42nd (Rainbow) division and, after 
the Armistice, in the office of the chief of 
artillery of the A.E.F. 

Col. Nance resigned from the regular 
Army in 1920 to enter business. He has 
lived largely outside of the United States 
for about 20 years, having been stationed 
in Buenos Aires, Tokyo, Manila, and 
Copenhagen. 

Col. Nance was brought to Minneapolis 
from Europe in 1940 to develop export 
sales of American-made Insulite when the 
War interrupted flow of materials from the 
firm’s Insulite mill at Kymi, Finland. As 
general sales manager of the European 





subsidiary with offices in Copenhagen, Col. 
Nance headed an organization comprising 
127 importing distributors, agents, and 
wholesalers covering 90 different territories 
scattered throughout the world. American 
ownership was sold to Finnish woodwork- 
ing interests in 1941. Due to growing 
domestic demand export sales of American- 
made Insulite were in turn discontinued. 


Given Important WPB Post 

Nathaniel Dyke, Jr., who for the past 
twelve months has served as Consultant on 
Lumber and Lumber Products Production 
in the War Production Board, has been 
given an important assignment in the 
Smaller War Plants Division of WPB as 
Special Assistant to Col. Robert W. John- 
son, chairman of Smaller War Plants Corp. 

Mr. Dyke is familiar with lumber prob- 
lems in the current production drive and 
has had many years of experience in oper- 
ating plants, manufacturing, and jobbing 
lumber and building material products 
throughout the South. He is on leave as 
partner in Dyke Bros., with headquarters 
at Fort Smith, Ark., offices in leading 
southern cities, and as president of Cole 
Manufacturing Co., manufacturers of mill- 
work and other lumber products, Memphis, 
Tenn. 


Casualties 


J. D. Hurn & Son Lumber Co., Ol- 
ney, Ill., destroyed Feb. 27 by fire, 
which wiped out a city block and re- 
sulted in a loss estimated between $300,- 
000 and $400,000. Included in the loss 
to the Hurn lumber company were its 
lumber stock, hardware supplies, and 
six trucks. 

Burritt Lumber Co. plant at Bridge- 
port, Conn., damaged an_ estimated 
$150,000 by fire on Feb. 28. 

Miami Valley Lumber Co., Oxford, 
Ohio, had main building destroyed by 
fire on March 3, with loss estimated be- 
tween $75,000 and $100,000. A  ware- 
house was saved. Three trucks were re- 
moved without damage and a temporary 
office has been set up. 

Harbaugh Lumber Co., Fox Lake, IIl., 
on March 1 suffered loss by fire esti- 
mated at $25,000 to its buildings and 
stock. 

Winde, McCormick & Chapin Co., 
Boston, Mass., had main storage warc- 
house, dry kilns, and offices at its hard- 
wood lumber yard in the Charlestown 
district destroyed by fire, on March 15, 
with loss roughly estimated at $75,000. 

Harry J. Simons Lumber Manufac- 
turing Co., St. Paul, Minn., damaged to 
the extent of $10,000 by fire. 

South Boston Lumber & Builders 
Corp., South Boston, Va., suffered loss 
estimated unofficially between $50,006 
and $100,000 by fire which originated in 
a planing room and swept through the 


RED JOINT 
LADDERS 


Are you having trouble getting enough 
lumber to sell? Other dealers in your 
poe are planning to push Red Joint 
adders as one means of maintaining 
sales volume. 

Remember Red Joint Ladders have eye 
appeal that boosts sales. he ends of 
every rung are dipped in heavy red paint, 
making a distinguishing mark that sets 
them apart from all other ladders. 

Put a Red Joint on display alongside any 
other ladder and watch the customer buy 
Red Joint. 


Send for the Red Joint Catalog today. 
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DYKE BROS. 


Mfrs. and Jobbers of Building Materials 


Little Rock, Ark. Dallas, Texas 

Fort Smith, Ark. Texarkana, U. S. A. 

Oklahoma City. Okla. Memphis, Tenn. 

Kansas City. Mo. Chattanooga. Tenn. 

Joplin. Mo. New Orleans. La. 

Shreveport, La. Birmingham. Ala. 
Houston. Texas 








Sawmill 
Operators e 
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BOOKS THAT YOU NEED 


—Dozens of them—are quickly avail- 
aMe from our complete line. 
Learn More About These 


Books That’ll Increase Your Profits 


Write Now for Complete Catalog 


431 S. Dearborn Street 
CHICAGO, ILL. 








KNIGHT 
Single, Double and Triple Saw 
EDGERS « Saw Mills, Dogs, Set Works 


Manulfactured by 


THE KENT MACHINE COMPANY 


117 Portage St. Cuyahoga Falls. Ohio 
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C. V. CLARKE 


TIMBER ESTIMATES 


Long experience plus modern methods 


605 First Federal Savings & Loan Bldg. 
P. O. Box 1385 Jackson,/ Mississippi 








LOOSE LEAF TALLY BOOKS 


TALLY SHEETS with Waterproof Lines 
Samples and Catalog on Request 


Tally Cards Car Movers Hammer Stamps 
Crayon Tally Pencils Marking Sticks 
Rule Cases Rules Leather Aprons 
Pickaroons Gauges Load Binder’ 


Books for Lumbermen 


FRANK R. BUCK & CO. 


2133 Touhy Ave. CHICAGO. ILL. 
Car Door Lumber Rollers Sectional Board Rates 


CORINTH “co. 


CORINTH, MISS. 


Sawmills, Edgers 
Smooth End Trimmers 
Mill Supplies 

















SCRIBNER’S LUMBER & LOG BOOK 


Indispensable for lumber merchants, sawmill men, etc., 190 
pages, vest pocket size, giving tables on scantling and plank 
—- round timber reduced to square timber and round 
toge reduced to inch measure by Doyle’s Rule, log tally 
cal a and other valuable information. Over 2,500,000 


wall 50. 


Published by 
A. M. SMITH 
Successor to S. E. FISHER 
197 Platt St., Rochester N. Y. POSTPAID 





LEMIEUX BROS., INC. 


FORESTERS--TIMBER ESTIMATORS 
APPRAISERS--CIVIL ENGINEERS 
410-22 Maritime Bldg. NEW ORLEANS, LA. 











WEBSTER. 


? \ eS Uniform i. 272 


COLOR. 
al > oa 6) - 3 — 
QUALITY 


“yy E. Webster Lumber Co. 
Kansas City, Mo. 








| Direct Importers of 


BALSA WOOD 


ROSEWOOD 


STOCKS IN PORT FOR PROMPT SHIPMENT 


| F.C. LUTHI & CO... .222 Balter Bid 


*? NEW ORLEANS, 











SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIMBERS FACT 
YARD STOCK F i CLEARS. 
SPRUCE, HEMLOCK, CEDAR, PINE 

Reliable Shippers 30 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 











68 


plant and machinery on March 10. 

Glen Park Lumber Co., Gary, Ind., 
had approximately 250,000 board feet of 
lumber destroyed by fire on March 5; 
loss is estimated at $40,000. 

A fire on March 23 swept through 
large section of the lumber yard of L. 
Grossman Sons, Quincy, Mass., causing 
loss estimated at $200,000. By reason ot 
its proximity to two shipbuilding plants 
and the vast housing projects near them, 
the Grossman company, with its nine 
branch yards located in Massachusetts 
and New Hampshire, has been em- 
ployed almost exclusively supplying 
Government orders. Within a period of 
two months this is the third disastrous 
lumber yard fire in the Boston area, in- 
volving heavy losses; all of the yards 
were being heavily drawn upon for war 
material. 

Fire on March 9 caused damage of 
$10,000 at the plant of the Baker Box 
Co., Worcester, Mass. 


Honor Retiring Agency Manager 
of RFC 


Frank Hodges, of Hodges Bros., Olathe, 
Kan., who for the past 10 years has been 
managing the Kansas City, Mo., office of 
the Reconstruction Finance Corporation, 
resigned on Feb. 1. He and Mrs. Hodges 
plan to take a well earned vacation in the 
Arizona sunshine for a few weeks, possibly 
crossing the border to familiar scenes in 
old Mexico before returning home to 
Olathe, Kan. Mr. Hodges is approaching 
his eightieth year, it was incautiously re- 
vealed, upon his retirement. 

A testimonial dinner was 
Frank Hodges by some 125 leaders in 
Government and business affairs at the 
Hotel Muehlebach in Kansas City, during 
which some stupendous figures were quoted 
and Mr. Hodges’ capacity for friendships 
was emphasized. Of the millions of dollars 


given for 


which were loaned across Mr. Hodges’ 
desk, there was virtually no loss. Among 
prominent men paying tribute to Mr. 


Hodges was Secretary of Commerce Jesse 
H. Jones, Washington, D. C. 

Frank Hodges is a brother of George 
H. Hodges, former governor of Kansas, 
who is associated with him in Hodges Bros. 


New Bldg. Material Cont. 


From Page 42 

wood fibre the most natural production 
location is near a source of wood. With 
this process no part of a log need be wasted, 
and logs and species of trees not other- 
wise commercially useful are suited to the 
manufacture of ‘‘Fibercrete”. Waste pieces 
of wood, providing they are green, can be 
put through the process. Green cord wood 
cut to 24 inch lengths and of any diameter 
up to 25 inches is fed to the machine illus- 
trated on this page. Most agencies of 
wood are suited to the process the only 
exceptions being these: Cedar, redwood, 
chestnut, oak, hickory, Oregon fir, cotton- 
wood, second growth people or poplar are 
used with especially good success. 

The other machine necessary to “Fiber- 
crete” production is a rotating drum with a 
heavy free rolling cylinder inside used to 
impregnate the wood fibres with the 
cement. 


The inventor, a lumberman, is anxious 


that the lumber industry be the one to bene- 
fit from the production of this revolution- 
ary building material and is offering the 
use of his patents without royalty to lum 
bermen who would be interested in turning 
some of their production efforts to this 
material. High priorities for securing the 
necessary machinery are assured inasmuch 

s “Fibercrete” is in demand for war con- 
struction purposes. 

Complete details about the cost of setting 
up a production unit, and later operating 
costs and other information about this ma- 
terial, are available from the AMERICAN 
ILUMBERMAN, 431 So. Dearborn St., Chi- 
cago, II. 


Lumber Markets Cont. 
From Page 56 


usually calls for 
by 6 and 6 by 8. 


Logs 

Log and lumber production in the west 
eoast region of CANADA is still lagging 
at 50 percent of normal, operators said, 
and predicted inventories permitting full 
time operation of mills may not be es- 
tablished until midsummer. Assistant 
Timber Controller D. D. Rosenberry said 
the mills will probably continue behind 
schedule until July. He said the indus- 
try was handicapped by “two of the 
most formidable restraints it has ever 
experienced—shortage of labor and bad 
weather.” 


Flooring 


The demand from MEMPHIS for oak 
flooring has risen and mills are starting 
to increase their output which dropped 
to less than one-third of normal produc- 
tion several weeks ago. Prices are uni- 
formly at ceiling. The government is 
buying vast quantities of Victory Grade 
which is all usable, red and white oak as 
it comes from the mill. The price is 
around $66-68.50 at the mill. Other oak 
flooring prices that were from $2 to $3 
below the ceiling (March levels) are ris- 
ing slowly but steadily. 


Hardwoods 


Hardwood production in MEMPHIS 
harassed by a heavy labor shortage, par- 
ticularly in the woods, has suffered an- 
other setback through a continuation of 
rains and backwater from little streams 
and rivers that practically halted log- 
ging. 

Demand is good for furniture material 
from SHREVEPORT, LA., but the mills 
cannot even begin to take care of the 
demand, and the lumber files are com- 
pletely filled with waiting orders. 


surfaced timbers in 6 


Obituaries 


MAX W. BABB, 68, chairman of the 
board of Allis-Chalmers Manufacturing 
Co., died March 13 in Milwaukee, after 
an illness of several weeks. 


HANS J. BRATLIE, 64, Ridgefield, 
Wash., lumberman, died March 8 in Cali- 


fornia, where he and Mrs. Bratlie had 
gone just two weeks previously in the 
hope that a hot springs and the climate 
might improve his health, which had 
been failing for the past year. In 1915 
he and his brother, John, entered the 
lumber business in Ridgefield, specializ- 
ing in the production of cedar lumber, 
as Bratlie Bros. Mill Co. At the time of 
his death, Mr. Bratlie was mayor of 
Ridgefield, a post he had held for a num- 
ber of terms. Survivors include his 
widow; a son, and his brother, John, 
Ridgefield lumberman. 

MRS. ALFRED P. CONKLIN, 73, wife 
of the president of A. P. CONKLIN Lum- 
ber Co., Indianapolis, Ind., died at her 
home there March 16, after an illness of 
two weeks. 
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JOHN H. DELLENBERGER, 64, retired 
secretary-treasurer of Akron Lumber 
Co., Akron, Ohio, which was founded by 
his late father, died Feb. 28, following a 
brief illness. His widow, a daughter, 
and brother survive. 


JOHN P. ELLERBUSH, 50, manager 
of Wilkerson Lumber Co., Princeton, 


Ind,, died at his home there March 14, 
after a brief illness. His widow and a 
daughter survive. 

WILLIAM LEON FORSYTHE, presi- 
dent of Pine Products Co., Prineville, 
Ore., died recently in Portland, after an 
illness of several months. From about 
1930 to 1934 he operated the Dant & Rus- 
sell mill in Redmond, Ore. His widow, 
a brother, and four sisters survive him. 


GEORGE KENNETH 
assistant treasurer of the Lumbermen’s 
Mutual Casualty Co. and the American 
Motorists Insurance Co., of Chicago, died 
March 18. His home was at Arlington 
Heights, Ill. He is survived by his widow 
and two sons. 


HAYCOCK, 44, 


FRANK HENDERLONG, 84, co-founder 
of Henderlong Lumber Co., Crown Point, 


Ind., died March 16 after an illness of 
six weeks. His widow, two sons, a 
daughter, a step-son, seven grandchil- 


dren and five great grandchildren sur- 
vive. The Henderlong Lumber Co. is at 
present under the management of Frank 
Henderlong’s two sons, Arthur and 
George Henderlong. 





EDWARD M. HOLLAND, 60, president 
of the Holland Lumber Co., Grand Rapids, 
Mich., was found dead March 16 in his 
automobile, the victim of a heart attack 
when his machine was marooned over- 
night in a blizzard. Mr. Holland was 
driving to Newberry, where his firm 
operates a lumber mill under the man- 
agement of E. M. Holland, Jr., who, with 
the widow and another son and three 
daughters, survives. 


HARRY W. HYMAN, 64, well known in 
cooperage and lumber circles in Mem- 
phis, Tenn., territory, died at his home 
in that city on March 11, after a long 
illness. He is survived by his widow, 
two daughters, and a son. 


ALFRED F. KUSCHE, 70, commission 
lumberman of Oshkosh, Wis., died Feb. 
11 from a heart attack. He had been con- 
fined to a hospital with a broken leg 
since Jan. 28. Two sons and two sisters 
survive. 

WALTER J. MINGUS, 82, who was 
active in the wholesale lumber business 
for many years, died Feb. 20 at his home 
in Ardmore, Pa. He is survived by his 
widow and a son. 


VINCENT W. NORTH, JR., 25, son of Mr. 
and Mrs. V. W. North, Seattle, Wash., was 
killed when a Boeing bomber crashed 
near Boeing Field during a test flight. 
Young North had graduated in 1939 from 
the University of Washington with the 
degree of aeronautical engineer and was 
senior aerodynamacist in charge of per- 
formance for the Boeing Aircraft Co. 
In addition to his parents and two sis- 
ters, he is survived by his widow and a 
daughter born three days after his death. 
Father of the deceased is engaged in 
wholesaling and jobbing West Coast 
lumber and Douglas fir plywood. He is 
also owner of a retail lumber yard at 
Auburn, Wash. 


HERBERT NYE PROEBSTEL, general 
lumber agent for the Northern Pacific 
Railway in Seattle area and traffic man- 
ager of the West Coast Lumbermen’s 
Association from 1920 to 1935, died 
March 11 in a hospital in Tacoma, Wash. 
He is survived by his widow and two 
daughters, 

_ EMIL SCHARBACH, 61, of William 
Scharbach, Sr., Sons, Hobart, Ind, died 
ina Chicago hospital Mareh 12. He had 


been in ill health for several months and 
died following a recent operation for re- 
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moval of a brain tumor. He is survived 
by his widow, a son, a daughter, three 
brothers, and four grandchildren. 

PERRY V. founder 





SHOE, 70, and 
president of P. V. Shoe Walnut Co., Cin- 
cinnati, Ohio, died recently after an ill- 
ness of three months. Mr. Shoe had been 
engaged in the walnut lumber business 
most of his life. He is survived by his 
widow, a daughter, two sisters and two 
grandchildren. 


WILLIS JAY WALKER, 69, chairman 
of the board and vice president of the 
Red River Lumber Co., San Francisco, 
Calif., died at his 
home at San Fran- 
cisco, March 15. 
He was born in 
Minneapolis and 
was graduated 
from University 
of Minnesota, 
where he played a 
prominent part in 
college athletics 
and gained fame 
as a football 
player. «Willis 
Walker went to 
California in 1913 
when the Red 
River Lumber Co. 
started developing 
its timber hold- 
1928 he succeeded his 





there. In 
father, the late Thomas Barlow Walker, 
founder of the Red River Lumber Co., as 


ings 


president of the company. He retired 
from the presidency in 1932 to become 
chairman of the board, the position he 
held at the time of his death. Mr. 
Walker was president of the California 
Shasta & Eastern Railroad. He took an 
active part in lumber association work 
and industry organization and problems. 
He served several terms as president of 
the California White & Sugar Pine 
Manufacturers’ Association and for many 
years as president of California Pine 
Box Distributors. He was one of the 
organizers of the Western Pine Associa- 
tion. He was an influential leader of the 
timber and lumbering business. His 
hobby was wood carving, and he was an 
ardent yachtsman. Mr. Walker is sur- 
vived by his widow; a son, Leon Brooks 
Walker; a sister, and three brothers, 
Clinton L. Walker, Fletcher L. Walker, 
vice president and treasurer of the Red 
River Lumber Co., and Archie D. Walker, 
Minneapolis, president of the Red River 
Lumber Co. Kenneth Walker and his 
brother, Ted Walker, are nephews. 





SILAS “SI” WEBER, 65-year-old Negro 
maitre d’hotel of the Tacoma Hotel, Ta- 
coma, Wash., died March 17 in Seattle 
following a two day’s illness. He was 
a charter member of the Southwest 
Washington Lumber Association, which 
met annually for a banquet session con- 
ducted under Weber's direction. 


JAMES WILLIAM WEST, 58, retired 
wholesale lumber dealer and veteran of 
World War I, died March 17 at his home 
in Harrisburg, Pa., after a long illness. 
Mr. West had been in the lumber busi- 
ness in Louisiana and Pennsylvania. He 
leaves a widow and a sister. 

SOLOMON WHEELWRIGHT, 76, vice 
president of Wheelwright Lumber Co., 
Ogden, Utah, died recently at his home 
there after an illness of two years. For 
more than fifty years he had been iden- 
tified with business interests in Ogden 
and was a high priest in the Mount Og- 
den Latter Day Saints Church. Survivors 


include his widow, four sons, and a 
daughter. 
MRS. KATE HUEY WHITESELLE, 


vice president of Whiteselle Brick & 
Lumber Co., Corsicana, Tex., and widow 
of James E. Whiteselle, its founder, died 
at her home there on March 12. Mrs. 
Whiteselle was a pioneer resident of the 
community, benefactor, and civic leader. 
Besides several nieces and nephews, she 
is survived by her brother-in-law, J. L. 
Whiteselle, who is still connected with 
the company as president. 








Available Immediate Shipment 
BIRCH 


4/4xRW&L No. 1 Common 
D 


ER ee ee 0,000’ 
4/4x10” & wider No. 1 
Common Dry .......... 20,000’ 
6/4x 12” & wider Ist & 2nds 
- erie ,000’ 
8/4x10” & wider Ist & 2nds 
SE EES aol EW 2). ,000’ 
12/4 No. 1 Common & Better 
Sola 131: Seine OEIC 50, 


To industrial users have. facilities 
for furnishing on priority orders:— 
* Yellow Pine Finish and Timbers 
* Northern Hardwoods 

* Ponderosa and Sugar Pine 

* Western Red Cedar 


Send us your inquiries 


BOEHM-MADISEN 
LUMBER COMPANY 


General Offices: 


161 West Wisconsin Avenue 
Milwaukee, Wisconsin 














We Are Now in position to furnish 


“Victory” Grade 
Oak Flooring 


in addition to regular length oak 
flooring, also 4/4 oak dimen- 
sion, either finished or semi- 
finished. Also solicit commer- 
cial kiln drying. 





W. R. Wrape Stave Co. 


Post Office Box 182 
Little Rock, Arkansas 
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ADVERTISING 





How to Figure Costs for Advertising 
In Classified Department 


One Issue ....30 cents a line 
Two utive -.+...55 cents a line 
Three consecutive issues ....75 cents a line 
Four consecutive issues ....90 cents a line 
Thirteen consecutive issues.......$2.70 a line 


Twenty-six consecutive issues ..$5.40 a line 


Remittance to accompany the or- 
der. No extra charge for copy of 
paper containing advertisement. 
Copy must be in this office on Mon- 
day prior to publication date. 

Five or six words of ordinary 
length make one line. 

Count in the signature. 
counts as two lines. 

Extra white space figured at line 
rate. 

Heading to be in bold face caps. 

One additional line of light face 
caps permitted in first 14 lines of 
copy, and in each 7 lines thereafter. 

One inch space advertisement is 
equivalent to 14 lines. 





Heading 





TOO LATE TO CLASSIFY 


CARPENTERS APRONS 
Write for samples and prices. 
MINNESOTA SPECIALTY CoO.. 

Minneapolis, Minn. 








THE Inc 


TIMBER APPRAISER 
T. B. LONGWELL, Cloudcraft, N. M. 
Thirty years experience in New Mexico 
Arizona timber. 


and 





ATTENTION BUYERS OF— 


BUILDERS AND SHELF HARDWARE contem- 


plating a visit to New York City. NO PRIORI- 
TIES NECESSARY! Nationally known brands 
in stock for immediate delivery! The largest 


and most complete assortment in the country, 
consisting of locksets for store, front and inside 
doors, steel and bronze butts. chrome cabinet 
hardware, and thousands of miscellaneous items 
too numerous to mention. Also mechanics tools 
and many of the most critical and hard to get 


items you may just be looking for. For addi- 
tional information write, 
Address ‘“‘D-82,"" care American Lumberman. 











Wanted—EMPLOYEES 


Wanted—EMPLOYEES 





Wanted—USED MACHINERY 








WANTED 

Man, draft exempt, with car, to supervise 
roofing application. Lumber yard experience 
preferred. 

Address ‘E-6§1", care American Lumberman. 

YARD MANAGER 
Southern Retail Lumberman all around man 
able keep books, records, sales, estimates, 
commensurate salary percentage to man of 
proven ability. Write fully to T. L. SMITH, 
owner, 3148 Paris Ave., New Orleans, La. _ 
SUPERINTENDENT 

For Woodworking Plant employing approxi- 
mately 35 men. Must be alert to and trained 
in new methods, new woodworking machines, 
time studies, cost work and_ production 
scheduling. Our plant normally engaged in 
Special Architectural Woodwork but now 
ninety percent on war work. Permanent em- 
ployment contemplated. Make application in 
your own handwriting, giving age, draft 
standing, education, experience, whether now 





ROCKWOOL INSULATION BLOWER 
With or without truck. Must be in A-1 work- 
ing condition. Will pay cash. Describe fully 
machine and equipment. 

Address “E-52", care American Lumberman. 





WANTED 
Birmingham plant one good second- 
hand 54” tilting type Band Resaw to open 8” 
or more on each side of saw. Must be in 
good condition. GRAYSON LUMBER CO., 
Birmingham, Ala. 


WANTED 
saw with gasoline engine, 
40” in diameter. Must b 


For our 





Portable cross-cut 
to cut logs up to 
in good condition. 
Address ‘‘E-59"’, care 


WANTED TO BUY 
In good operating condition, one DeLaval ol 
equivalent steam turbine-driven boiler feed 
water pump, 436’ head, 436 GPM, 2800 RPM 


American Lumberman 





employed and how soon your services are Address offers to SOUTHWEST LUMBER: 
available. : MILLS, INC., McNary, Arizona. 
Address ‘“‘E-64", care American Lumberman. 








CAPABLE MAN WANTED 
To repair circular saws, resaws and mill saws. 
Age no barrier if in good physical condition. 
48 hrs. per week; good wages. 

Address “E-66,’”’ care American Lumberman. 
HARDWOOD LUMBER INSPECTOR 
For hardwood yard and manufacturing plant 
engaged in war work. Give qualifications and 
references. NICHOLS & COX LUMBER COM- 

PANY, Grand Rapids, Michigan. 


Wanted—EMPLOYMENT 

















A-1 CIRCULAR FILER 
Extra good adjusting tension in large circular 


saws. Best of references; over draft age; single. 
Go anywhere, anytime. No booze. 
Address “E-37,’’ care American Lumberman. 





POSITION WANTED 
Draft exempt man, wide general office experi- 
ence, including mill sales and commission of- 
fices, experienced correspondent, steno., bkkpr. 
Address ‘‘E-48’’, care American Lumberman. 


A-1 SAWYER & FILER 
15 years exp. on tractor and small steam saw- 
mills, wants job with some operator having a 
lefense contract. I am single, age 39 years; 
can get a discharge from the Army in about 2 
weeks. A-1 references. Write full particulars. 
Address ‘‘E-50,"" care American Lumberman. 


DRAFTSMAN—ESTIMATOR—EXECUTIVE 
Will make money for you managing any de- 
partment. Experienced Draftsman, Estima- 
tor, Engineer, Correspondent. Have designed 
small homes and supervised workmen. Have 
a record of creative savings and have crea- 
tive ability. Technical education in Business 
Management and Civil Engineering. Now em- 
ployed by building specialties manufacturer. 
Address ‘‘E-58"’, care American Lumberman. 
HEAD SAWYER 
25 yrs. experience; 8 yrs. with Soperton Lum- 
ber Co. Can furnish first class reference. 
A. A. VACHON, Soperton, Wisconsin 
ARE YOU INTERESTED? 

Millwork Executive — under 40 aggressive 
with initiative and imagination—15 years ex- 
perience—production—inventory control—cost 
analysis — sales management — personal con- 
tacts of long standing with highest caliber 
millwork jobbers in middle west. Interested 
in representing manufacturer of high grade 

















millwork and associated lines. Willing to 
spend part time at plant—Post war position 
considered—confidence respected. Will not 
reply to sales agencies. 


Address ‘‘E-62"’, care American | Lumberman. 
ACCOUNTANT—OFFICE _ MANAGER 





Expert tax man. Lumber experience. Good 
business promoter. Any location. Ss. R. 
STOKK. A, _3619 N. Lav Lvergne, © hicago, Ill. 





~ COMPETENT HARDWOOD INSPECTOR 
Wants employment. Can report immediately. 
Address “E-65," care American Lumberman. 











: MILLWORK SALESMAN 
Competent millwork salesman familiar with 
buying, pricing and selling millwork: who is 
thoroughly experienced, energetic and ambitious 
to make a profit for his employer. Position 
offers good opportunity for man to build for 
himself a large department of which he will 
have complete charge. Position is on Atlantic 
Seaboard near nation’s Capitol. Man must be 
outside draft age. Answer in detail by letter 
in own handwriting, stating all qualifications 
and salary expected. 

Address “E-40."" care American Lumberman. 


HARDWOOD LUMBER INSPECTOR 
For well established Hardwood yard; permanent 
work and chance for advancement for right 


man. 
Address “E-47”, 





care American Lumberman. 


Wanted—USED MACHINERY 


WANTED TO BUY 
20 to 30 Ton Locomotive Crane. 
10 to 20 Ton Gas Locomotive. 
1,000 GPM Underwriters ae. Pump. 
15,000 to 20,000 Gal. Oil T 
THE DARIEN CORPORATION 
49 East 41st St.. New York, N. Y. 











BOXBOARD MACHINERY WANTED 
We are in the market for nailing machines. 
open and closed back anywhere from two to 
eighteen track. Also interested in Mereen John- 
son or Morgan Matchers, Edge Trimmers, 
Squeezers and Band Resaws, and any other box 

equipment used in box working factories. 
Address “C-78,"" care American L'imberman. 





WANTED 
Superintendent thoroughly experienced to han- 
dle special millwork plant employing about 
100 men; located in southern isconsin. De- 
scribe experience fully. State age and salary 


desired. 
“B-54"", 


Address care American Lumberman. 


WANTED 
hardwood 





class 
woods. 
“E57”, 


Two first 
northern 
Address 


70 


inspectors for 


care American Lumberman. 





WANTED TO BUY 
Four wheel warehouse trucks. 
BISSELL WRECKING CoO. 
7834 W. Grand Ave., Elmwood Park, III. 
Phone: Elmwood Park 1198 








WANTED 
Duplex Steam Pumps any size, and Deep Well 
Pumps. What do you have to offer? 
INDUSTRIAL SUPPLY & EQU IPMENT ce. 
Canal 


INC. 
Building, New Orleans, La. 





Wanted—LUMBER & DIMENSION 


WANTED FOR CASH 
Entire lumber yard stocks. 
BISSELL WRECKING CO. 
7834 W. Grand Ave., Elmwood Park, Ill. 
Phone: Elmwood Park 1198 
WANTED 
1x4 R/L No. 3 Ponderosa rgh. 
1x6, 8, 10, 12” No. 2, No. 3, 
S4S, R/L. 
1x10 and 12” 
2x4 No. 2&Btr. 
stock, straight or 
Quote prices f.o.b. cars and freight rate to 
Chicago; part cash with order, to well rated 
concern. Balance sight draft less 2% on guar- 
anteed grades from responsible shippers. 
Can furnish AA1 and AA-2X priority. 
Address ‘‘E-26"", care American Lumberman. 


WANTED 
Lumber camps and mills to wreck. Also 











res. 
No. 4 Ponderosa 


No. 4 Ponderosa S28, R/L. 
R/L. S4S or can use Northern 
mixed carloads. 





buy 


new and used lumber, and other lumber yard 
items. 
BISSELL WRECKING CO. 


7834 W. Grand Ave., Elmwood Park, Ill. 
hone: Elmwood Park 1198 


WANTED %& 
No. 2 Com. & Btr. Sycamore, 
in straight or mixed cars. Give 
3 Com. J. P. . DODGE AND SON, 


SOFTWe OOD LUMBER WANTED 





Beech or Tupelo 
amount of No. 
Ashtabula, O. 





4/4 White or Ponderosa Pine, practically 
clear grade, kiln dried, random widths and 
lengths. 
4/4 White or Ponderosa Pine Box lumber, 
dressed 2 sides. 
4/4 Pine Boxes or Box Shooks. Write for 
specifications. All carload quantities. High 
priorities. Cash ae ount terms. 

LEO C. FLEMING 


1042 University Ave. Rochester, N. Y. 

WANTED TO BUY 
100,000 feet Roofer Rejects, Car 
Dunnage 4/4” and 5/4”, Rough or Dressed. 
High Priorities available. Quote prices and 
deliveries. ATLANTIC LUMBER & SUPPLY 





Bracing and 





co., Bayonne, New Jersey. 
WANTED 
4/4. 5/4, and 6/4 soft elm and red oak. 


MANITOWOC CHURCH FURNITURE CO. 


Waukesha, Wisconsin 


POPLAR VENEER LOGS OR STU apace 





Write E. L. Buchanan, Jamestown, N. , cas 
price and sizes of Poplar Logs, or * 


stumpage, you can furnish fob cars, and where. 


NORTHERN HARDWOOD LUMBER 
4/4, 5/4 and 6/4 No. 1 Common & Better 
Unselected Birch and Hard Maple, kiln dried. 


High priority. 

5/4, No. 2 Common Birch, Hard Maple and 

Beech. Air dried. Carload quantities. Cash 

discount terms. LEO C. FLEMING, 1042 Uni- 
\ > F 


versity Ave., Rochester, 


BASSWOOD 
well established | 
industries on Atlantic 








Salesman having trade sell- 
ing Basswood to large 
Seaboard for period of several years, wants 
selling arrangement with large producer of 
that wood operating in Wisconsin having dry 
kilns and able to furnish a superior product. 











Address “E-55", care American Lumberman, 
WANTED , 
6/4, No. 2 Common and Better Maple ” 
Beech. Also 1” Hardwood squares 48”, 54 
60” & 72” long. f.o.b. Carthage, New York. 
Address ‘‘E-53"’, care American BR . Mibees 
WANTED 
Wil! place large cutting orders for log run 
Poplar, Oak, Beech, Maple, Ash, Hickory, 
Sap Gum, Tupelo & Cottonwood. Part green 
and part shipping dry. Part for Government 
orders. 
Address “E-60", care American Lumberman. 
WANTED FOR CASH di 
6 cars 1” and 2” softwood lumber, any srace 


or species. 
BISSELL WRECKING CO. 
7834 W. Grand Ave., Elmwood Park, III. 
hone: Elmwood Park 1198 


AMERICAN LUMBERMAN 
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